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1.  Executive Summary 
 
MFG.com applied more than twelve years of experience in sourcing to the US manufacturing 
supply base to implement and accomplish the objectives of the Connecting American 
Manufacturing (CAM) initiatives. Although a significant increase in the number of approved and 
participating suppliers grew to over 100 in the initial months after the first RFQs from DIBBS 
(DLA Internet Bid Board System) were ready to be released, the supplier community quickly 
became disenchanted with the program.  Reasons for the diminishing interest include:   

 
• Immaterial dollar amount of RFQs 
• Lack of responsiveness from Defense Logistics Agency buyers 
• Over 25% retracted or cancelled quotes 
• Elongated award response time 
• Insufficient Technical Data Packages (TDPs) and information to produce the part  

 

While MFG.com expended significant effort and resources to engage the US supplier base, the 
results of the program left the suppliers who engaged in CAM frustrated and angry.  MFG.com 
is a for-profit organization that has been working diligently to create a well-established 
marketplace for custom manufacturing parts since it was founded in 2000. Unfortunately, the 
flaws in the DoD procurement process not only had a negative effect on the supplier base, but 
also decreased the revenue and goodwill of the MFG.com marketplace.  MFG.com promised 
the suppliers the opportunity to participate in the advertised $80 billion spend with the DoD.  
However, ultimately, the suppliers were disappointed when they did not see the material 
opportunities and were left confused and discouraged with the lack of communication and 
inefficiencies.     
 
Phase II of the program included the establishment of a reverse engineering center to source 
sole-sourced items. This type of program should provide the DoD with additional qualified 
suppliers for sole-sourced parts at more cost effective pricing.  However, the process proved to 
be cumbersome and very inefficient.  Thirty percent of the parts identified as available for 
reverse engineering have not been approved for the process.  Further, incumbent suppliers 
have a large advantage over new suppliers, making it very difficult for new suppliers to become 
an approved supplier for the part.   
 
As demonstrated by the quickly diminishing supplier interest in the program after a negative 
experience, suppliers reverted back to commercial work where processes are more defined and 
clearly resulting in a successful award of business.  Suppliers do not want to waste their time 
and resources in a program that is confusing, unresponsive and void of a positive return.  It is 
perceived that only the government as a non-profit organization can survive under these 
circumstances.
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2.  Who is MFG.com? 
 
MFG.com is the world’s largest manufacturing marketplace enabling buyers and suppliers of 
custom manufactured parts to interact in an online portal.  MFG.com creates a more efficient 
sourcing channel through the use of a “many too many” marketplace model.  From 
collaboration on specifications and designs to awarding and order monitoring, MFG.com allows 
the entire sourcing process to take place in one location. MFG.com currently serves over 
135,000 buyers and over 190,000 suppliers globally in the sourcing of manufactured products.  
Buyers ranging from independent product design firms to global OEMs come to MFG.com 
searching for an easy-to-use sourcing tool that can help them quickly and easily find suppliers 
that have the expertise, credentials and capacity to meet their sourcing needs.  
 
It is through the MFG.com marketplace that buyers are able to reduce sourcing time and effort 
while delivering lower prices through greater competition. MFG.com helps suppliers gain access 
to opportunities that closely match their capabilities, which helps them increase sales and 
expand into new markets. 
 
The business model for the manufacturing marketplace is subscription based for suppliers who 
use the platform to identify potential customers and manufacturing opportunities.  Buyers are 
able to search for suppliers and post RFQs in the marketplace for free.  However, MFG.com 
does offer enterprise buyers the opportunity to pay a fee for access to a complete e-sourcing 
and supply chain management solution in addition to access to the manufacturing marketplace.  
The enterprise platform allows the sourcing of products and management for an entire supply 
chain in one web-based portal.   
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3.  Scope of Work for Connecting American Manufacturing 
(CAM) 
 
3.a.  Phase I 
To accomplish the objectives for Phase I of the CAM initiative,  MFG.com utilized more than 
twelve years of experience of increasing supply chains for large buyers of manufactured items, 
increasing responses to solicitation requests for buyers, providing an online purchasing system 
that results in lowered supply costs, and decreasing overall procurement timelines. The 
objectives as defined below under this program have historically been achieved by MFG.com 
for many Fortune 500 organizations.  Further, MFG.com partnered with a subcontractor that 
brought substantial experience in mass-communication to promote new programs launched in 
the federal market.  The subcontractor’s personnel drew upon directly applicable experience in 
the manufacturing industry, governmental research and development projects. The specific 
objectives of the CAM program in Phase I were to define, design and deploy a capability to 
accomplish the following: 
 

• Develop and pilot tools and practices causing a great number of U.S. companies to bid 
on DoD business; 

• Improve the capability of U.S. suppliers to participate and thrive in a digital enterprise; 
• Develop advanced capabilities for identifying suppliers (“sourcing”) and matching 

capability and capacity to needs; and 
• Become self-sustaining, with potential to scale-up beyond DoD markets and significantly 

expand national and global access to (and demand for) U.S. manufacturing capacity.  
 
3.b.  Phase II 
Given MFG.com’s deep sourcing manufacturing experience in providing the world’s largest 
manufacturing marketplace combined with the only e-sourcing platform designed specifically 
for sourcing within the manufacturing space, MFG.com was readily able to develop a process to 
establish a reverse engineering center to source sole-sourced items.  The primary objectives of 
Phase II included:  

 
• Develop an effective process for ESA (Engineering Support Activity) representatives to 

partner with DLA representatives to reduce cost and create technical data packages for 
sole-sourced items  

• Develop a more efficient method for suppliers to review sole-sourced parts to 
determine their ability to manufacture 

• Determine if a supplier should pursue the creation of the Source Approval Request 
package through the DLA 
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4.  Key Initiatives  
4.a.  Phase I 
 

Simplification of the DIBBS (DLA Internet Bid Board System) Sourcing Process 
 

MFG.com began by seeking to understand the current government sourcing process through 
the DoD sourcing platform, DIBBS.  Sourcing through DIBBS proved to be a confusing and 
extremely time consuming process for suppliers.  MFG.com hired an experienced DIBBS 
consultant, Lee Bosma, for about 90 days, to collaborate with senior leadership within 
MFG.com, to understand and simplify the DIBBS sourcing process and to push DIBBS RFQs into 
the MFG.com marketplace.   
 
One of MFG.com’s initial observations included an awareness of inefficiencies of the DIBBS 
search features utilized to locate a desired RFQ.  The DIBBS RFQs are classified by FSC (Federal 
Supply Codes) which identifies a part by type such as “Aircraft Parts” or “Door Frames, Metal.”  
Although this may seem intuitive, a supplier has certain capabilities to make a part and in order 
for the supplier to understand whether his capabilities match the required capabilities to make 
a DIBBS part, the supplier has to open and review the solicitation in detail.  At a high level, 
MFG.com was able to review the solicitation and determine the capability category on behalf of 
the supplier and place the part in the correct category prior to placing the part in the MFG.com 
marketplace.   
 
Further, MFG.com created a standard template for the suppliers to input their quote 
information.  It contained extracted information from the original solicitation, but displayed the 
relevant data in a more user friendly format.  This simplification step saved the suppliers 
significant time and resources.  The consultant that MFG.com utilized to assist with the DIBBS 
simplification process was a former supplier to the government and had previously managed 
the DIBBS sourcing process for his prior company.  He indicated that historically a response to a 
solicitation including the time it took to find a solicitation with your company’s matched 
capabilities and completing the required paperwork averaged about 4 hours.  The simplification 
process that MFG.com completed for the suppliers reduced that average time frame by more 
than half to about 1.5 hours.  
 
In addition, all DIBBS solicitation drawings were required to be downloaded in a c4 format, or 
compressed and locked file, which was then converted to a PDF or a file format that provides 
an electronic image of text or text and graphics that looks like a printed document and can be 
viewed, printed, and electronically transmitted.  A mass converter is required to convert 
multiple files at once. Most suppliers do not have a c4 mass converter.  To help with this 
conflict, MFG.com purchased the c4 mass converter software to make it available to the 
suppliers.   
 
Also, a single RFQ DIBBS solicitation contains many references to Mil-Specs (Military Standard 
Specifications).  However, the referenced Mil-Specs are not included in the solicitation, leaving 
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the supplier to hunt for the referenced documents on their own.  As part of the simplification 
process and ease of use for the supplier, MFG.com located and attached the pertinent Mil-
Specs to RFQs available in the MFG.com marketplace.  Further, MFG.com found that some of 
the Mil-Specs referenced in DIBBS solicitations were not applicable to that particular 
solicitation.  In addition, once a supplier locates a referenced Mil-Spec often the document is 
very voluminous, confusing and virtually impossible to interpret and respond to appropriately.  
For example, most solicitations contain very specific packaging requirements and often 
reference a Mil-Spec.  Appendix F2 contains a link to MIL-STD2073-1D which is a 212 page 
packaging Mil-Spec.  MFG.com provided a Packaging Mil-Spec summary that simplified the 212 
page Mil-Spec and directed the suppliers to specific pertinent locations within the packaging 
Mil-Spec (refer to Appendix F1).   
 

Full Court Press to Increase Approved Supplier Base  
 
After simplifying the DIBBS RFQ process, the race was on to motivate suppliers to become an 
approved government supplier and become actively involved in the program.  
 
First, MFG.com determined there was a series of steps included in becoming an approved 
supplier.  MFG.com performed these steps and found it took about 2 hours to complete the 
steps and submit the required paperwork.  MFG.com simplified this process for the suppliers 
and prepared a summary of the process including the links to pertinent information and data.  
This simplification process by MFG.com reduced the 2 hour process to about 45 minutes (refer 
to Appendix D2).     
 
Next, MFG.com put forth a well-developed marketing plan focused on educating the large 
MFG.com supply base on the benefits of becoming a supplier for the DoD as well as bringing in 
new supplier members into the program.  Below is a list of the various marketing efforts and 
campaigns hosted by MFG.com: 
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Table 1 List of Various Marketing Efforts and Campaigns 

Program Date Reach 
Articles & Radio   
Interview on WTOP Radio, Washington, DC 9/30/2012 1.5 Million Unique Listeners/Week 
Interview on Federal News Radio, 
Washington, DC 

10/9/2012 3.2 Million Pageviews/Month 

Byline Article, Manufacturing.net   11/14/2012 377,000 Pageviews/Month 
Interview on WDTW Radio, Detroit 11/19/2012 295,000 Listeners/Month 
Interview on WJLA TV, Washington, DC 12/2/2012 5,006,850 Broadcast Population 
Interview on WOWO Radio, Indianapolis 12/20/2012 85,000 Listeners (5+ min for 7:35am slot) 
   
Email & Direct Mail Campaigns   
CAM Announcement Email Campaigns   
    MFG.com Paid Suppliers  8/2/2013 873 Paid Suppliers 
    MFG.com Buyers  8/15/2012 12,786 U.S. Buyers  
    MFG.com Prospect Suppliers  9/6/2012 30,987 Prospect Suppliers 
    MFG.com Government Buyers  9/6/2012 311 Buyers with .mil & .gov Emails  
HUBZone (Historically Underutilized Business 
Zones) Email Campaigns 

  

    MFG.com Prospect Suppliers  9/18/2012 19,529 Prospect Suppliers 
    MFG.com Paid Suppliers  9/18/2012 784 Paid Suppliers 
Small Business Email Campaigns   
    MFG.com Prospect & Paid Suppliers  10/3/2012 19,638 Prosp. Supp. & 784 Paid Supp. 
Direct Mail Campaign 11/13/2012 37,848 Suppliers 
   
Press Releases   
CAM Press Release 8/2/2012 457,604 Unique Vis./Month; 3,310 Views  
   
Other   
Visibility at Analyst Firm: Spend Matters 8/3/2012 70,000 Unique Vis./Month 
 
The marketing efforts made by MFG.com to bring visibility to the CAM program began to pay 
off as the number of interested suppliers increased (refer to Appendix E1 for Monthly CAM 
Metrics Report – Oct 2012).  Initially, to kick off the MFG.com and DoD contract for the CAM 
program, a press release (refer to Appendix C) was released on Businesswire in August 2012 to 
make the announcement.  This press release generated the highest increase in MFG.com 
supplier registrations during the entire program, with 125 registrations the day the press 
release was distributed.  Further, the direct mail campaign (refer to Appendix B3) was mailed to 
37,848 suppliers and created a significant spike in the number of supplier registrations, with 70 
total MFG.com supplier registrations the day of the mailer.   
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In addition to the five interviews on various TV and radio stations, MFG.com secured an article 
with Manufacturing.net called “Transforming the Relationship between Manufacturers and the 
DoD”, which received 755 pageviews.  Further, the HUBZone email campaign was sent to 784 of 
the MFG.com paying suppliers and produced very positive results, with a 20.7% open rate and 
3.7% click through rate. 
 
Additionally, MFG.com created multiple pieces of content marketing used at tradeshows, 
prospect visits, events, emails campaigns and on landing pages to educate suppliers about the 
CAM program. The CAM Fact Sheet (refer to Appendix D1) and Supplier Resource Guide (refer 
to Appendix D2) were also created to provide insight and clarity for suppliers looking to conduct 
business with the DoD.   
 
Further, MFG.com hosted two events focused on bringing awareness to the local supply base 
and urging suppliers to engage in the program.  The following highlights the two events: 
 

• July 2012 – Manufacturing Connect, Atlanta, GA  
o MFG.com hosted a Manufacturing Connect Event in Atlanta so that suppliers 

from all over the state of Georgia could hear from some of the industry’s leading 
thinkers about manufacturing trends and how to do business with the DoD. 

o DoD’s CAM Project Engineer, Andrea Helbach, introduced the CAM program to 
the suppliers and explained how the program would help reduce existing 
barriers in doing business with the DoD.   

• November 2012 – National Tooling and Machining Association (NTMA) Sourcing Fair, 
Nashville, TN 

o NTMA is one of the nation’s leading trade associations for small- to medium-
sized manufacturers. NTMA helps their 2,000 members of the US precision 
custom manufacturing industry achieve profitable growth and business success 
in a global economy through advocacy, advice, education, networking, 
information, programs and services. 

o MFG.com’s Program Manager and the DoD’s CAM Project Engineer, Andrea 
Helbach, presented the CAM program at the annual NTMA conference. 

o This conference was attended by several hundred machine shop owners.  The 
purpose of this presentation was to drive enrollment in the CAM program. 

 
Further, a case study was created on Ottinger Machine Company to celebrate and bring light to 
the first MFG.com manufacturer to be awarded DoD business (refer to Appendix D3).  Jeffrey 
Ottinger, Ottinger Machine Company Owner, said, “Although the tough economy prompted us 
to start exploring new avenues for business opportunities, we didn’t consider pursuing 
government work until we learned about the CAM program and MFG.com’s support.” Ottinger 
continues, “Once you understand the process, bidding on DoD opportunities is easy. But you 
have to do your homework. DoD solicitations often close quickly, so you have to move quickly. 
MFG.com makes it seamless.” 
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Given all of these efforts, approved government suppliers in the MFG.com marketplace 
increased rapidly to 45 by September of 2012 at the onset of the program when MFG.com was 
ready to release the initial DIBBS RFQs.  Suppliers continued to become approved government 
suppliers through the early months of the program, ramping up to a total of 130 by December 
of 2012 and then increasing slightly more to 135 by the end of February 2013.  The leveling off 
in the additional number of approved suppliers was due to a number of factors as discussed 
below.  

 
Unable to Find DoD and DIBBS Material Spend 

 
After simplifying the DIBBS sourcing process for suppliers and new supplier registrations as well 
as expending significant marketing efforts to educate and reach potential suppliers, MFG.com 
initiated efforts to pull active solicitations from DIBBS and place them on the simplified 
MFG.com platform.  One of the key metrics delivered to MFG.com that drove the team’s 
participation in the CAM program was the estimated $80B the DoD spends per year on spare 
parts.  MFG.com saw the CAM program as an excellent opportunity to connect the MFG.com 
supply base to this attractive volume of spend.  However, day after day and week after week, 
dedicated resources at MFG.com became disenchanted and were unable to find an appropriate 
spend for the suppliers. Billions of dollars sourced through DoD were flaunted during the 
solicitation process of the CAM program, however, on average only a few thousand dollars per 
RFQ were found.  The chart below outlines that 78% of the RFQs sourced and awarded during 
the program had an RFQ value of $5,000 or less.  Awards with a value of $5,000 to $100,000 
were 12% of total RFQs sourced.  Dedicated MFG.com resources would spend hours searching 
the DIBBS platform for RFQs that would resonate with new suppliers and found themselves 
rejoicing when they found an RFQ over $5,000.  On rare occasions (1% of MFG.com solicited 
RFQs during the program), a RFQ over $100,000 was found in the DIBBS system by MFG.com 
resources.  Obviously, a new supplier needs to feel that doing business with the DoD will reap 
positive margins and rewards in the future.  If the supplier believes that only a few thousand 
dollars per RFQ will be awarded, the supplier will likely stop seeking government opportunities 
and continue with other more profitable commercial opportunities.  The following shows a 
chart (Figure 1) of DoD RFQ award values during the program:   
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Figure 1  DoD RFQ Award Values 

In addition to the marketing campaigns listed above, MFG.com initiated and hosted the 
following governmental meetings and CAM events in an effort to increase awareness and 
support of the program, solicit assistance from certain governmental agencies to aid in finding 
the large spend promised from DIBBS and to gain support of MFG.com’s efforts to integrate 
with DIBBS:  
 

• July 2012 – DLA Small Business Meeting, Columbus, OH 
o MFG.com’s Senior Vice President and Program Lead as well as the DoD CAM 

Project Engineer (Andrea Helbach) supported a meeting with the Columbus DLA 
Small Business and Acquisition leadership team. 

o The purpose of this meeting was to educate the Columbus team on the CAM 
program as well as to work towards securing parts that MFG.com could place on 
the MFG.com marketplace.  MFG.com was also using this meeting as a way to 
secure more contacts that could help MFG.com with DIBBS integration. 

o Findings/outcome:  As a result of this meeting MFG.com learned about the TKO 
trainings provided by the DLA in Columbus which were attended by MFG.com. 
The DLA in Columbus also introduced us to the Sourcing and Reliability team in 
Richmond, VA which eventually led to the reverse engineering project. 

• July 2012 – DLA Small Business Meeting,  Ft. Belvoir, VA 

78% 

21% 

1% 

  

$1-$5,000
$5,001-$100,000
$100,001+

Award Value Range 
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o MFG.com’s Senior Vice President, Program Lead and Marketing Lead as well as 
the DoD’s CAM Program Manager (Brench Boden) supported a meeting with the 
DLA’s Director of Small Business Programs (Amy Sajda). 

o The purpose of this meeting was to educate Ms. Sajda and her team on the CAM 
program as well as to work towards securing parts that MFG.com could place on 
the MFG.com marketplace.    

o Findings/outcome:  As a result of this meeting Ms. Sajda was able to coordinate 
the J3/J7 meeting that took place in October 2012. 

• July 2012 – U.S. Army Aviation & Missile Command Meeting,  Huntsville, AL 
o MFG.com’s Program Manager as well as Dr. Kenneth Sullivan of the University of 

Alabama in Huntsville (government contractor for CAM program) met with the 
U.S. Army Aviation and Missile command Small Business team. 

o  The purpose of this meeting was to educate them on the CAM program as well 
as to work towards securing additional parts to place on the MFG.com 
marketplace. 

o Findings/outcome:  There was not further communications or follow up from 
either of the two meetings the team assembled at the Aviation and Missile 
Command Center.    The team’s hope was to secure parts to work on helping to 
source but at no point did the team receive any parts lists to assist with. 

• July 2012 – Georgia Procurement Technical Assistance Center (PTAC),  Atlanta, GA 
o MFG.com’s Program Manager met with the Georgia PTAC’s Leadership Team. 
o The purpose of this meeting was to educate the Georgia PTAC Leadership Team 

on not only the CAM program but also to determine if PTAC could provide 
assistance with DIBBS integration and identification of parts that MFG.com could 
add to the MFG.com marketplace. 

o Findings/outcome:   The Georgia PTAC was very helpful in providing direction to 
the MFG.com.   They provided MFG.com with all of the contact information the 
team needed within the DIBBS team to satisfy many of the technical issues the 
team was experiencing.      

• August 2012 – TKO Training, Columbus, OH 
o MFG.com sent a member of their technology team to TKO training in Columbus 

in an effort to learn more about the government procurement process and to 
help validate that the team’s process for distributing RFQs via the MFG.com 
marketplace was accurate and within government guidelines. 

o Finding/outcome:   While these training sessions are intended for potential DoD 
suppliers the team found this training to be very helpful as the team got a solid 
understanding of the DoD procurement process and what award decisions are 
based on.   

• September 2012 – TRIAD Meeting,  Washington, DC 
o MFG.com’s CAM Program Manager attended the annual National Defense 

Industrial Association (NDIA) TRIAD meeting in an effort to meet with the various 
branch level DoD leadership members. 
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o Finding/Outcome: Attending this meeting helped the team secure a meeting 
with both the department of Commerce Small Business Leadership Team as well 
as the U.S Air Force Small Business Leadership Team. 

• October 2012 – U.S. Department of Commerce, Minority Business Development, 
Washington, DC 

o MFG.com’s CAM Program Manager met with the U.S Department of Commerce 
Minority Business Development Team in order to educate them on the CAM 
program and to work towards a way in which the MFG.com marketplace could 
be used as a vehicle to help minority businesses secure work with the DoD. 

o Finding/Outcome:   The team was asked to contact the Atlanta Minority Business 
Development Agency which was involved in the advanced manufacturing sector.   
After several outreach efforts on the team’s part and a cancelled meeting by the 
MBDA there were no results from the team’s efforts. 

• October 2012 – J3/J7 Meeting DLA, Fort Belvoir, VA 
o MFG.com’s Senior Vice President, DoD CAM Program Manager, Brench Boden, 

and MFG.com’s Marketing Program Manager met with the DLA’s J3 and J7.  This 
meeting came about as part of the previous meeting with the DLA’s Director of 
Small Business Programs. 

o This meeting was used as a platform for the DoD’s CAM Leadership Team to 
educate the J3 and J7 on the program and to express the team’s initial findings 
with the program.  It was also used as a way to escalate the team’s concerns 
regarding the lack of support with the DIBBS integration effort and the lack of 
available parts for the MFG.com suppliers to bid on. 

o Finding/Outcome:   While this meeting did not provide any further assistance in 
helping MFG.com secure parts for the CAM project, the team was successful in 
having all of the team’s issues associated with the DIBBS integration solved.  The 
team found the level of assistance and support from the DIBBS help desk to 
significantly improve after this meeting. 

• October 2012 – U.S. Air Force Office of Small Business, Washington, DC (Pentagon) 
o MFG.com’s Senior Vice President and Program Manager as well as the CAM 

Leadership attended a meeting with the Office of the Director of Small Business 
Programs for the U.S Air Force.  This meeting came about as part of the team’s 
attendance at the TRIAD meeting. 

o The purpose of this meeting was to educate the U.S. Air Force on the benefits of 
the CAM program and to work towards getting help from the Air Force in 
securing more parts for the CAM program and the MFG.com marketplace. 

o Finding/Outcome: While the U.S. Air Force Office of Small Business was very 
receptive to working with MFG.com and mentioned ideas for where they could 
get MFG.com’s help the team did not get any follow up from them or assistance. 

• October 2012 – Sourcing & Reliability Meeting, Richmond DLA,  Richmond, VA 
o MFG.com’s Senior Vice President and Program Manager attended a meeting at 

the Richmond DLA.  This two-part meeting was the first with the Sourcing and 
Reliability team who manage the sole-sourced parts program. 
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o The purpose of this part of the meeting was to educate the Sourcing and 
Reliability Team on the CAM Program and to see what MFG.com could do to 
secure these historically sole-sourced items for the MFG.com marketplace.  It 
was this meeting that created the idea for the reverse engineering portion of 
CAM Phase II.  The team also met with the Richmond DLA Leadership Team.  The 
DoD’s Director of Small Business helped us secure this meeting in which the 
team educated the DLA’s acquisition team on the CAM program and walked 
them through how MFG.com was approaching the CAM program. 

o Finding/Outcome: The Sourcing and Reliability Team was interested in getting 
MFG.com’s assistance with their sole-sourced parts list.   From the team’s 
perspective, the parts that the Sourcing and Reliability Team needed help with 
were ideal for the CAM project and for the MFG.com marketplace.  While the 
Sourcing and Reliability Team were interested in working with MFG.com they 
struggled to get any helps from both the ESA’s as well as the Depots that would 
need to be part of the process. 

• October 2012 – Additional TKO Training, Columbus, OH 
o MFG.com sent a member of their technical team to the TKO training in 

Columbus.  The purpose of attending was for the MFG.com team to continue to 
get further education on government procurement practices but to also have 
questions answered about MFG.com’s interpretation of government 
procurement and to make sure that the CAM program was shortening the 
procurement process without skipping any mandatory and critical steps. 

o Finding/Outcome:   Based on the success from the first TKO training the team 
decided to send a member of the technical team to this training.   This employee 
showed up with an extensive list of questions he had based on his first several 
months of interaction with the DoD.    He walked away from this training with 
answers to all of his questions and provided feedback that these training were 
an exceptional educational opportunity. 

• December 2012 – GA PTAC, Atlanta, GA 
o MFG.com’s Program Manager met with the GA PTAC leadership to discuss any 

additional sources for uncovering parts and opportunities for the DoD 
Marketplace.  

o After struggling to find quality opportunities on DIBBS the team turned to the GA 
PTAC to help us try and uncover different sites and locations where additional 
opportunities may reside.  

o Finding/Outcome:  The primary finding from this meeting is that all of the 
potential sources for DoD parts had already been identified by MFG.com.  As 
much as the team had wanted to discover other locations, the GA PTAC 
confirmed the team had turned over every rock in search of potential parts to 
help the DoD Source. 
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Efforts to Integrate with DIBBS and Ultimate Abandonment of this Effort 
 

Recommendations from governmental agencies as noted in the meetings outlined above as 
well as support from the program office urged MFG.com to integrate with the DoD sourcing 
platform DIBBS.  All indications led MFG.com to believe that this effort would provide a rapid 
connection with the DoD governmental sourcing platform.  Designated MFG.com resources 
hunted and researched solicitation opportunities within the DIBBS system.  A full-time 
MFG.com resource working 8 hours per day could find and input about 2-3 solicitation 
opportunities per day.  MFG.com believed the successful integration with DIBBS would increase 
that statistic by 3 or 4 times. 
 
However, MFG.com encountered many roadblocks and finally gave up the effort after several 
months of no forward movement technically as well as unrelated difficulties within the DLA and 
significantly lower spend opportunities as previously discussed for the suppliers.  The following 
outlines the roadblocks faced during this effort: 
 

Failed Technical Integration Efforts 

MFG.com made a significant financial and human capital effort to integrate MFG.com with 
DIBBS.  MFG.com hired an outside consultant, Chris Powell, to assist with the DIBBS integration 
as MFG.com was unable to obtain assistance from the DIBBS technology team.  Mr. Powell had 
prior technical history and experience in successfully integrating with the DIBBS system.  
 
Numerous phone calls to various DIBBS technical team members proved unsuccessful in 
soliciting help and assistance with the integration.  Either the contact did not return the phone 
call or upon a return call it was determined the contact did not have the right expertise to assist 
with the initiative. 
 

Unable to Locate Appropriate Spend Level, Leading to Supplier Abandonment 
 

MFG.com was well into the DIBBS integration efforts when it was determined that DIBBS 
offered very little spend that appealed to the MFG.com supply base.  The feedback from the 
MFG.com supply base was that in most cases, the value of the opportunities available on DIBBS 
was greater than the supplier’s costs to even quote the parts.   
 
Chart 1 further supports this notion, as an overwhelming majority, or 78% of the opportunities 
available in DIBBS were valued under $5,000 and only 1% was greater than $100,000.  As noted 
previously, MFG.com struggled to see how the DoD has opportunities for suppliers that come 
even remotely close to the advertised annual spend of $80B.   
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DIBBS and DLA Missteps Diminish Supplier Interest 
 
DIBBS System Outage Concerns 
During the initial ramp up of new supplier approvals in September and October of 2012, the 
DIBBS system experienced multiple daily outages for extended periods of time, often two and 
three hours per day, that proved to be frustrating to the approved suppliers.  Although the 
MFG.com system was never down for the approved suppliers participating in the program, the 
MFG.com team was unable to research and pull solicitations from the DIBBS system during 
outages.   
 
Chart 2 below demonstrates the negative effect on the number of RFQs available for quote as 
well as the number of quotes and unique suppliers quoting during the outage periods.  The 
number of RFQs available for quotation decreased from 217 in August 2012 to 146 in 
September 2012 and down further to 111 in October 2012.  Chart 2 further demonstrates the 
recovery of the DIBBS system in November 2012 when the number of RFQs available increased 
to 143.      
 
Likewise, the number of quotes decreased during the DIBBS system outages goes from 79 in 
August 2012 to 25 and 26 in September 2012 and October 2012, respectively.  Further, the 
unique suppliers quoting during those time frames decreased from 17 in August 2012 to 7 in 
October 2012.  As illustrated by the negative statistics (Figure 2), approved suppliers began to 
lose confidence in their ability to successfully win business with the DoD and began to opt out 
of the program.  The DIBBS system outages further encouraged MFG.com to abandon 
integration efforts.   



  15 

 
Approved for public release (PA); distribution unlimited.   

 

 
 

Figure 2 DoD RFQ Trends 

Mid-October 2012 until November 2012, the DIBBS System incurred significant downtime. 
During this downtime, Mfg.com personnel would get logged off the system every 10 to 15 
minutes, which resulting in the inability to search for RFQs or download relevant drawings and 
documents.  
 
Threat of Sequestration 
The threat of sequestration and furloughs during December 2012 further served to discourage 
supplier interest in the program.  As noted in Chart 2 above, RFQs available for quote 
plummeted from 143 in November 2012 to 10 in December 2012.  Due to sequestration 
discussions, DLA representatives posted very little solicitations during the period; thus, further 
decreasing supplier confidence and activity.  As noted in Chart 2, the number of quotes reduced 
to 10 in December 2012 and the number of active suppliers quoting reduced to 4.  Further, 
Chart 2 depicts the fact that although the number of RFQs available for quoting began to 
recover in January and February of 2013, supplier confidence in the program never recovered.  
The additional points below outline further reasons why the suppliers abandoned the program.  
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Retracted Quotes 
Suppliers became further discouraged with the program as high percentages of RFQs released 
were retracted or cancelled by the government.  Suppliers witnessed a 25.8% cancellation or 
retraction rate of the RFQs sourced through the MFG.com marketplace. Conversely, 
commercial RFQs typically have less than a 10% retraction rate.    
 
To further discourage the supplier, an inquiry to a DLA buyer regarding the retraction was often 
not answered.  This topic is discussed in the next point below.  In addition, retractions were 
made at various stages during the quoting process.  Often, an RFQ was cancelled after a 
supplier had already submitted their quote or the RFQ would be removed while a supplier was 
in the process of preparing their quote for submission.  On average, each RFQ required one to 
five hours to complete and U.S. suppliers viewed these retractions as a substantial waste of 
resources and time.     
 
Lack of DLA and Buyer Feedback 
Month after month, MFG.com demonstrated the fact that the DoD quoting platform is easy to 
learn by utilizing the simplified process in the MFG.com marketplace. This is demonstrated in 
the overwhelming majority of suppliers placing multiple bids promptly after becoming a 
registered member of the CAM program, as illustrated in Chart 2 above. However, despite the 
efforts MFG.com made to make the system more user friendly, those efforts cannot make up 
for the lack of effective communication.  When participating suppliers made inquiries to DLA 
buyers, they repeatedly experienced unreasonable delay or no response at all.   
 
Further, suppliers experienced an extremely lengthy award timeline which served to further 
hinder their ability to successfully conduct business with the DoD.  When a supplier has interest 
in becoming a DoD supplier, gains momentum, begins quoting on DoD projects, but then the 
number of RFQs are either retracted or significantly decreased, time and time again, suppliers 
feel their time has been wasted and they could have put effort towards a RFQ that would 
actually reap an award.  This trend is prevalent in Chart 2 above as a significant amount of both 
quotes and unique suppliers abandoned the program.  Additionally, Table 2 below 
demonstrates the extremes between commercial sourcing and DoD/DIBBS sourcing.  
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Table 2: DoD & Commercial RFQ Comparison 
Item DoD/DIBBS Commercial 

Average Length of Documents 40+ Pages 2-3 Pages 
3D Model Provided Rarely In Most Cases 
Consistent Placement of Key Data No Yes 
Requisition Easily Understood No Yes 
All Necessary Info in a Single Packet No Yes 
Average Time to Assemble & Read RFQ 2.25 Hrs. 10 Min. 
Percentage of RFQs Awarded 74% 95% 
Average Time RFQ is Open   90 Days 14 Days 
Average Value  <$5,000 $1,000-$1.5M 
Buyer Access and Feedback No Yes 
 
The size range for commercial opportunities can vary greatly. Smaller opportunities are often 
one-two thousand dollars and larger opportunities can go well into the millions.  
  
Without the full support of the DLA, MFG.com is unable to overcome these hurdles.  The 
MFG.com team worked hard to overcome the DoD challenges so that the suppliers would have 
a positive experience.  Unfortunately, little cooperation from the DLA meant that the suppliers 
were exposed to many challenges that created a negative experience for them.  As supplier 
questions and issues arose, MFG.com continuously reached out to DLA representatives with a 
mix of phone calls and emails to ask questions on behalf of the suppliers.  After making over 50 
attempts to reach members of the DLA regarding retracted quotes, the MFG.com team 
received only two returned calls or responses.  The remaining inquiries were unanswered.  
 
Further, during the course of the program, less than 10% of all inquiries to the DLA from the 
MFG.com team received responses within five business days.  Despite the MFG.com customer 
service team’s efforts to act as the liaison between the DLA and the suppliers, our efforts were 
ultimately ineffective because the DLA was so unresponsive.  The DLA often took three to four 
days to respond to questions if they got back at all.  Sometimes it would take the DLA so long to 
respond that the RFQ solicitation already expired. 
 
As stated, the lack of response from the DLA frustrated the suppliers.  Often the supplier had 
questions about an RFQ specification but was unable to place their quote until those questions 
were answered.  As a result of these challenges, many new suppliers completely backed out of 
the program and MFG.com.  Overall during the program, MFG.com only made one award to a 
supplier.  This very low rate of awards is the direct result of the inefficiencies the suppliers 
encountered during the process.  Ultimately, suppliers lost the desire to spend additional 
resources and time quoting on work that was perceived as unattainable.   
 
Duplicate Parts Posted   
There were over 15 instances of the same part and quantity open for quoting through different 
solicitations simultaneously.  This caused further supplier confusion and distrust in the open 
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bidding process because it could not be determined if these were extra parts needed or 
duplicative error.  Combined with a lack of communication from the government buyers, 
duplicate parts open for quoting increased the level of skepticism that the commercial supply 
base (Fortune 1000 Manufacturing Companies) had regarding the open RFQs.  Also, the 
frequent retraction of quotes magnified this issue and left suppliers feeling there was not a true 
need for the part or if there was, it could not be defined by the sourcing contact for the 
government.  Overall, posting multiple solicitations of the same part erodes the confidence 
level that suppliers have with an organization.    
 
Lack of Award Feedback 
During the tenure of the program, numerous contracts were not awarded for a significant 
period of time after the solicitation close date. Moreover, many solicitations were cancelled or 
retracted long after their close date. As of November 2013, there are still 12 un-awarded active 
government solicitations that are significantly past their close date. In fact, half of un-awarded 
RFQs are over 90 days past their close date.  
 
In the commercial space, 95% of all solicitations lead to an award. In addition, these contracts 
are generally awarded within five business days of the solicitation close date. To wait more 
than three months for information on a contract award without any follow up communication 
is unacceptable to the supplier community.  However, the issue of lengthy award timelines can 
be overcome through ongoing communication between the DLA and the supplier base. As 
noted previously, many suppliers that signed up under the CAM program lost interest in the 
process and reverted back to the more reliable commercial space.   
 
Insufficient and Inconsistent Technical Data Packages (TDPs) 
During the process, the team discovered sporadic and inconsistent technical data packages 
(TDPs) associated with the projects being sourced on DIBBS.  Over 90% of the TDPs did not 
contain 3D computer aided design (CAD) data.  3D CAD data significantly reduces ambiguity, 
virtually eliminates errors and accelerates the process of generating the computer numerical 
control (CNC) code used to drive the machine tools.  The 3D CAD file is imported into computer 
aided manufacturing (CAM) software and the CNC code is generated with just a few inputs and 
decisions by the CAM user.  Creating the 3D CAD model manually is laborious and prone to 
error.  The absence of 3D CAD models may cause many suppliers to not submit a bid due to the 
ambiguity and risk.  In the commercial sector, it is common practice that a project being 
sourced contains a 3D model and a detailed 2D drawing.  A small but growing percentage of 
companies are providing 3D models with part manufacturing information (PMI) embedded as 
metadata.  Further, quoting based on a 3D CAD is a very fluent process whereas quoting from 
2D CAD or legacy non-CAD data is time consuming. 
 
Ambiguous technical data is one contributing factor to only 21% of the DoD RFQs sourced 
through this program receiving competitive bids.  As a reference, 93% of RFQs receive 
competitive bids for commercial customers using the MFG.com marketplace.  The disparity 
between the percentages of DoD RFQs receiving bids as compared to commercial RFQs 
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receiving bids highlights the importance of high quality technical data.  As a result, enticing new 
suppliers to submit competitive bids to DoD RFQs is more challenging than commercial RFQs.   
 
Additionally, the lack of control data and more importantly 3D CAD creates hurdles for 
advanced suppliers to participate in government work.  As supported in an American Machinist 
article, “3D CAD has Become a ‘Must Have’” (refer to Appendix F3); 3D CAD has become a 
mainstream requirement for efficient manufacturing.  Unfortunately, over 90% of the RFQs 
from the DoD lacked 3D CAD data.  Because of this, suppliers are discouraged from quoting 
because so much additional time is involved to review the parts without this data. 
 
Biased Awarding System to Supplier Incumbent  
The DLA uses a combination of “best price” along with an ABVS (Automated Best Value System) 
score in the evaluation of a vendor’s offer.  The ABVS is separated among several different 
categories and these breakdowns are further delineated between quality and delivery. 
Although the government indicates that a new vendor with no previous history in sourcing with 
the government will neither benefit nor harm the supplier, a new supplier without any previous 
history is not able to compare under the ABVS system.  The scoring system of the ABVS leads a 
government buyer to remain with a more established government supplier rather than a new 
one which reduces competitive pricing and additional vendor options.  
 
An additional point of contention with suppliers is the contesting of the ABVS score.  An 
established approved supplier that receives a negative penalty under the ABVS score will not be 
affected as much as a supplier whose first award receives a penalty.  As such, a bias is formed 
against newer suppliers’ small mistakes. A prime example to demonstrate this disparity is a late 
delivery by a new supplier.  New suppliers are typically very confused by required packaging 
specifications for government sourced parts.  It is possible that a product could be created on 
time and ready for delivery but the complex DoD packaging specifications could push a product 
over the delivery deadline leading to a massive penalty on a score for a product that is well 
made and delivered at a lower cost than the incumbent. This negative score adds an extremely 
subjective variable to an already confusing system bringing additional frustration to suppliers 
trying to establish themselves as a competent supplier with the DLA. 
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4.  Results of the Program 
4.b.  Phase I 
 
Table 3: Program by the Numbers 

 RFQs Placed into the Marketplace 
Total 844 

 Quotes Received By RFQ 

Total RFQs Quoted by MFG.com 171 
Total Quotes 
Submitted 189 

% Total RFQs Quoted  20.26% 
  

    RFQ Status   
RFQs Completed 844 % Complete 100.00% 
Total Awarded 611 % Awarded 72.39% 
Total Awarded to MFG.com 
Suppliers 2 % to MFG.com 0.24% 
Total Never Awarded 13 % Never Awarded 1.54% 
Total Cancelled/Retracted 218 % Total Cancelled 25.83% 
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5.  Key Initiatives 
5.a.  Phase II 
 

Identification of Sole-Sourced Parts for Reverse Engineering 
 
MFG.com was very encouraged upon visiting the sole-sourced room of parts available for 
reverse engineering.  The room was full of parts that would resonate well with suppliers in the 
MFG.com marketplace as well as potentially bring a substantial return to the government in 
reduced pricing for these parts.   MFG.com identified 16 parts from the sole-sourced room for 
the reverse engineering process.   
 
MFG.com learned the process for new suppliers interested in participating in the reverse 
engineering process.  The DLA has a designated area on their website under “Replenishment 
Parts Purchase and Borrow Program” which outlines the steps necessary for a new supplier to 
participate in the program.  The website contains a link to all parts on the sole-sourced part list 
available for reverse engineering.  The instructions indicate that a supplier would identify parts 
on the list and then visit the sole-sourced site where the parts were displayed and check them 
out for the process.   While the online process is quite cumbersome, the supplier should be able 
to maneuver through the steps.  The URL to the site is as follows: 
http://www.aviation.dla.mil/UserWeb/AviationEngineering/Engineering/valueengineering/RPP
OB.htm 
 

Process for Receiving Approval for Parts is Broken 
 

While the requisition process appears to be straightforward, the approval process to begin the 
reverse engineering process is inefficient and confusing.  An ESA representative must approve 
all parts before a reverse engineering process is initiated by the supplier.  Thus, although parts 
are included in the sole-sourced room and/or on the website listed above labeled as available 
for reverse engineering, an additional step must be completed with an ESA representative 
granting approval to begin the process.   
 
Of the 16 parts that MFG.com requested for the process, only five parts or 30% were approved 
to initiate the reverse engineering process. Six of the 16 parts were rejected by the ESA and five 
remain open and unapproved after 45 days from the initial approval request.  It seems intuitive 
that the ESA would grant approval of a part to be reverse engineered prior to placing the part 
on the online available list or in the sole-source room available for the process, but that didn’t 
prove to be the case.  If the percent approval that MFG.com encountered is representative of 
the whole, then only 30% of all the parts included on the list available for the reverse 
engineering process were valid.   
 
This additional approval process by the ESA representatives is unnecessary and causes 
confusion, wasted time and resources for the supplier who believes they can be successful in 
providing the part at a more competitive price. 
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Further, MFG.com later determined that a process exists for a supplier to request an expedited 
process for a part to be reverse engineered without ESA approval.  However, as MFG.com 
attempted to follow this process during the program, several parts selected to go through this 
process were rerouted for ESA approval and subsequently all of these parts were rejected.       
 

Parts Without 2D Prints Should be Removed from Sole-Source Review 
 
After MFG.com requested a part that was subsequently rejected by ESA representatives, 
MFG.com engaged the ESAs in a discussion of the identified rejected part.  MFG.com was 
informed that the part in question did not include a supporting print thus the vendor would 
need to cover the cost for a full quality certification on the part.  This process includes a full 
assembly test which was estimated to be greater than $100,000.  Given this fact, it appears 
counter-productive to have a part available for reverse engineering given the lack of technical 
data required to validate the part and the cost required to support the required print. MFG.com 
believes this issue is a direct result of the lack of communication between the DLA and ESA 
teams.    
 
If a part does not have the required technical data, the teams should not include these parts in 
the sole-source review.  Suppliers who have identified a part for the reverse engineering 
process and are subsequently rejected to produce the part because there is insufficient 
technical data became discouraged trying to understand this seemingly real opportunity that 
really never was a possibility.  A supplier likely would not continue to invest their time and 
resources to compete in a process that proves so difficult to get to the starting line. 
 

Lack of Cooperative Participation between the DLA and ESA 
 

After receiving approval to reverse engineer five parts, MFG.com became aware of misaligned 
goals and accountability amongst the DLA and ESAs.  The lack of cooperative participation 
between the DLA and ESAs as well as the lack of ultimate accountability for sole-sourced parts 
spend management by either party leads to an inefficient and ineffective management of sole-
sourced parts.  The issue is best defined as follows:  the DLA is responsible for procuring parts 
based on projected demand; the individual ESAs are responsible for the approval of the parts 
from a supplier; Ultimately, neither party is accountable for spend management or cost savings.  
 
The DLA team is unable to search for new suppliers without ESA approval.  The ESA team is not 
motivated to assist in finding new suppliers because they do not have any accountability for 
part pricing.  This process gives rise to continued escalated costs for the government. In 
conversations with the DLA, the DLA stated that reversed engineered parts and new suppliers 
would need approval from ESAs prior to review.  After speaking with two ESA representatives, 
they stated that the DLA should know more about what parts are candidates for reverse 
engineering.  Neither was motivated to assist in leading the process because neither is assigned 
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true ownership.  It is the opinion of MFG.com that neither party feels they control the process; 
therefore there is no true owner to provide resolution.  
 

Lack of a True Cost Owner 
 

As initially highlighted in the previous section, the part sourcing process (Figure 3) is void of a 
true cost owner that is responsible for cost savings and selection of the best identified 
suppliers. The below chart illustrates the two silos and highlights the inefficiencies and 
ineffectiveness of the relationship:   
 
 

 

Figure 3  Part Sourcing Process 

As illustrated above, the system lacks a true cost owner.  The current group responsibilities as 
outlined above serve to drive poor communication amongst the DLA and the ESA 
representatives as well as neglects supplier cost accountability.  As the system is today, the two 
groups conflict with each other because they have opposing motivations and goals.  Without 
more unified cohesive goals the system will continue to have major failure points. In the 
commercial world the procurement group is ultimately responsible for part purchasing and 
supplier selection.  Procurement is responsible for identifying and shopping the parts to 
qualified suppliers.  With that, procurement is also responsible for selecting suppliers that are 
able to meet the manufacturing and quality requirements of the specified parts.  Engineering is 
not involved in sourcing after the part design is complete and in production. 
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Lack of Desire to Find More Cost Effective Alternatives 
 

Given the lack of accountability across the groups for spend management, MFG.com 
determined the ESA representatives engaged were not motivated to ensure success of the 
program.  MFG.com believes the ESAs view the program as increased responsibilities without 
direct benefits.  This was further demonstrated when MFG.com inquired about other parts the 
ESAs may be struggling to source or considering price reductions. The response received from 
the ESA representative was that there were not any parts in which he was struggling to find 
additional sources or looking for price reductions.  MFG.com believes that given the volume of 
parts being sourced, there should be multiple parts that would present cost efficiency 
challenges for the ESAs. 
 

Suppliers are not Guaranteed Success with Reverse Engineering 
 

MFG.com discovered if a supplier was successful in reverse engineering the part as well as 
becoming an approved supplier of the part, they would not be guaranteed future business from 
their efforts.  As explained by the DLA, after a part is reverse engineered and the supplier 
performing the work is approved, the part is released for an open bidding process.  The 
incumbent supplier could ultimately reduce their price to continue winning the contract.   
Essentially, the incumbent supplier had historically taken advantage of the government 
purchasing process providing the part at a large margin.  When pressed, the incumbent supplier 
may reduce their price and continue to obtain the business.  This scenario results in excess 
spend by the DLA as well as a disgruntled and disillusioned new supplier who invested valuable 
time and resourced in an effort to better serve the DLA.     
 

Opportunity for Additional Suppliers and Reduction in Cost is High 
 
Through the reverse engineering study, MFG.com found large potential cost savings do exist 
upon utilizing the open market for sourcing manufactured parts.  Although the results are 
preliminary based on the knowledge of the part requirements by each supplier, the initial 
estimates demonstrate significant part cost savings.  By creating a cost reduction program and 
providing data to suppliers for quoting and reverse engineering, it is believed that at least a 
25% cost savings could be achieve on sole-sourced parts.  Some parts as shown in Table 2 could 
realize in excess of an 80% reduction in cost.  
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5.  Results of the Program 
5.b.  Phase II 
 
Table 4: Program by the Numbers 

 Parts Reverse Engineered  
 

 
 
 
  

NSN Part Description
Current DLA 

Price

Preliminary 
Open Market 
Price Estimate

5935-01-1859180 Adapter Connector $1,984.12 $132.50 $1,851.62 93%
5310-01-4551469 Nut, Plain, Barrel $18.14 $13.95 $4.19 23%

4320-00-2490150
Cylinder Block Unit, 
Hydraulic Motor Pump $1,584.80 $218.50 $1,366.30 86%

2835-01-2052606
Housing, Carrier, Bearing, 
Front $1,877.99 $225.00 $1,652.99 88%

Reduction in 
Current Price
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6.  Recommendations   
6.a.  Phase I 
 
Simplify the Sourcing Process 
Implementation of a program to simplify the DIBBS sourcing process similar to the solution 
MFG.com provided would greatly enhance participation and adoption.  Suppliers want to feel 
comfortable and assured they are taking the proper steps to source successfully with the 
government.  The current process is very cumbersome and frustrating due to inconsistency of 
the data, inclusion of irrelevant data and language not intuitive to the reader.   
 
Standardize Part Design Data and Technical Packages  
Standardization of Technical Data Packages would help to provide a consistent supplier 
experience and quoting results from the supply base.  The team understands that 3D CAD is not 
available for most parts due to the age of the products. All solicitation information was 
provided in C4 format which can then be converted into a 2D PDF; however, machined, casted 
and molded parts all use 3D CAD files to capture the raw data, dimensions and tolerances of the 
parts.  Having 3D CAD files to run through the suppliers CAD CAM software would speed up the 
quoting process.  Some suppliers refuse to quote on RFQs without 3D CAD files because of the 
time and man power it takes to estimate the quote in 2D. 
 
Therefore, including 3D CAD in all new parts will assist in increasing competition and the 
number of quote responses received.  With the latest manufacturing equipment operating from 
3D CAD, the supply chain is evolving at a faster pace than the sourcing data supplied for 
government products. The result of this evolution is the available supplier pool to provide 
manufacturing services for the government will continue to decrease.   
 
Implement Improved Communication Tools and Methodologies to the Supply Chain  
Identify and implement a more robust communication channel using both industry standard 
technology as well as requirements to respond in a more timely matter to supplier inquiries.  
No commercial business would survive if they did not respond to customer requests in a timely 
and effective manner.  MFG.com requires customer service representatives to respond within 
the same business day for all customer emails or phone calls received.  Additionally, MFG.com 
utilizes Live Chat with customers that can be initiated and responded to in real-time.  Prompt 
communication to customers will only serve to improve and expand supplier relationships and 
trust.   
 
Further, utilizing mass communication tools built directly into the quoting platform would 
enhance the supplier experience as well as potentially lesson the burden on purchasing 
representatives.  Mass communication tools are frequently used in the commercial space to 
improve efficiency and effectiveness.  For instance, most sourcing platforms allow the buyer to 
easily post a response to a supplier question to all interested suppliers where relevant.   
Another suggestion could be as simple as a posting board for each solicitation created through 
the DIBBS platform.  
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6.  Recommendations   
6.b.  Phase II 
 
Designate a Spend Owner with Savings Goals  
Without a true part cost owner accountable for improved efficiencies, cost savings will not be 
achieved.  In the current dual responsibility structure, the cost owner does not control the 
source and is not held accountable for price reduction metrics. Thus there is currently no 
motivation to leverage the supply chain for identifying and sourcing to alternate suppliers.   
 
In commercial organizations, the engineering department is responsible for product design and 
development.  Once designs are complete, the sourcing process is managed by the purchasing 
department.  Typically, supplier selection and quotes for custom designs are managed by the 
engineering or product design teams.  It is done this way because material selection, 
prototyping, fit, form and function testing are required.  Once the transition from engineering 
to purchasing transpires, engineering is not involved in supply chain decisions.  The current 
government structure for sourcing does not have the transition from engineering to purchasing 
as the ESA engineers and representatives have control of the supplier selection process.     
 
Streamline the Process for Identification and Acquisition of Sole-Sourced Parts 
The current process for identifying and acquiring a sole-sourced part from the DLA is 
exceptionally time consuming, manual in nature and overall ineffective.  While the DLA has 
what appears to be a well-defined list of parts available to reverse engineer,  the reality is that 
only a small portion (30%) of these parts are truly available for the reverse engineering process.  
Currently after a vendor such as MFG.com identifies a part they would like to reverse engineer, 
an ESA representative must approve the part prior to the vendor starting the process.  Logically, 
a pre-approval process by the ESA should be implemented prior to providing the part as 
available for the reverse engineering process.   
 
Once an approved parts list is determined, the ability to order and return the parts should be 
fully automated.  The process should be as simple as ordering an item from any online retailer 
with the acceptance of credit payment and automated shipping notifications. 
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7.  Conclusion 
 
In conclusion, MFG.com invested significant time and resources to ensure the success of the 
program including: 
 

• Simplifying the new government supplier approval process 
• Simplifying the DIBBS sourcing process 
• Hiring experienced consultants 
• Dedicating internal resources 
• Coordinating and attending numerous DLA and other government related meetings 
• Organizing and executing numerous marketing events 

Given these efforts, MFG.com generated significant interest in the supplier base, bringing the 
number of approved suppliers to 145 during the course of the program.  However, both 
MFG.com and the suppliers were very disappointed to uncover extreme inefficiencies in the 
DIBBS system and the DLA.  The suppliers were unable to reap the rewards promised during the 
program and became discouraged after many unsuccessful attempts to yield success. 
Ultimately, these inefficiencies led the majority of the active suppliers to abandon the program 
and include the following: 
 

• Immaterial dollar amount of RFQs 
• Lack of sufficient RFQs due to DIBBS system outages 
• Lack of sufficient RFQs due to the threat of sequestration 
• Retracted RFQs 
• Lack of DLA and buyer feedback 
• Duplicated parts posted 
• Lack of award feedback 
• Insufficient and inconsistent TDPs 
• Biased awarding system to supplier incumbent 

Suppliers need to produce a margin to remain a viable business.  When effort is expended by 
suppliers as they did during this program and then yield no positive margin impact to their 
business, they will move to other commercial opportunities which they know will provide a 
positive margin.  MFG.com believes the inefficiencies of the DLA as presented in this report, 
result from a lack of overall accountability and clear expectations.  A for-profit business must 
ensure accountability at each level of the organization to ensure success.   Implementation of 
clear responsibility and accountability to staff members is a must in the commercial world.  All 
team members need to feel they are contributing to a unified mission as well as making 
progress toward that goal each day.  The government should follow a similar process. 
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8.  Appendices 
Appendix A 
A1 
Interview on WTOP Radio, Washington DC 
Title: Digital Network Hopes to Connect Small Businesses with DoD  
Date: 9/30/12 
Source: http://www.wtop.com/41/3060068/Digital-network-hopes-to-connect-small-
businesses-with-DOD 
 
A2 
Interview on Federal News Radio, Washington DC 
Title: DoD Carries Weight of Government Wide Small Business Goal  
Date: 10/9/12 
Source: http://www.federalnewsradio.com/1040/3058191/DoD-carries-weight-of-
governmentwide-small-business-goal 
 
A3  
Bi-Line Article, Manufacturing.net  
Title: Transforming the Relationship between Suppliers and the DoD 
Date: 11/14/12 
Author: Mitch Free, MFG.com Founder & CEO  
Source: http://www.manufacturing.net/articles/2012/11/transforming-the-relationship-
between-suppliers-and-the-dod 
 
The challenges of sourcing complex manufactured goods to support the Department of Defense 
(DoD) create significant obstacles for the U.S. manufacturing industry. These obstacles increase 
defense costs, hinder the Department’s ability to keep equipment operational and impede 
military readiness. While today’s manufacturing environment is notably global, opportunities 
exist to help strengthen the U.S. defense industrial base while improving supply chain security. 
Leveraging digital innovations, like online manufacturing marketplaces, fosters a collaboration 
between suppliers and the DoD which benefits American industry and helps get needed parts 
to our soldiers, sailors and airmen faster. Let’s look at how: 
 
The percentage of goods manufactured for the DoD by foreign suppliers is relatively small, only 
ranging from 3.6 to 8 percent annually over the past five years. However the total dollar value is 
large – especially when viewed from the perspective of U.S. small- and medium-sized 
suppliers.[1] Since 2007, the DoD has spent from $5.08 to $10.3 billion dollars annually with 
foreign suppliers on items needed to support the American military.[2] One of the reasons for 
this is our agreements with allies that help improve interoperability and our foreign military 
sales. However, another reason is that there are often no U.S. companies that bid on DoD 
requests for quotes (RFQs). An average of $55 billion in defense contracts each year has only 
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one bidder. This is often due the excessive time it takes to find opportunities, challenges in 
understanding government regulations and confusion from a lack of standardized information.  
 
The DoD is keenly aware that it needs to achieve two strategic goals in its relationship with the 
manufacturing sector of U.S. economy. First, it needs to reduce the effort and time required for 
U.S. suppliers to match their capabilities to DoD needs for complex manufactured goods. 
Second, it needs to expand its reach to American suppliers that aren’t already doing business 
with the DoD — and leverage innovative platforms to do so. 
 
DoD has launched the Connecting American Manufacturing (CAM) program to streamline the 
solicitation and bidding processes for suppliers and enhance RFQ matching and quoting. 
 
Sponsored by the Office of the Secretary of Defense, Manufacturing and Industrial Base Policy, 
and addressing the direct interests of the White House Office of Science and Technology, the 
CAM program highlights digital innovations — such as those provided by MFG.com — to 
automate many of the labor-intensive processes that previously functioned as complex barriers 
between manufacturing firms and the DoD. Using the MFG.com platform, suppliers no longer 
have to sift through mountains of DoD solicitations to find opportunities that best align with 
their capabilities. Many previously difficult bidding processes have been reduced to a few clicks 
of the mouse. 
 
The program is generating a wide array of ancillary benefits too, such as supporting job creation 
at U.S. manufacturing firms and reducing environmental impact by enabling the purchase of 
goods domestically. 
 
Brench Boden, Senior Industrial Engineer at the Air Force Research Lab who manages the 
program, sums it up: “The CAM program is an example of how we are supporting the 
Warfighter by leveraging commercial best practices. Online manufacturing marketplaces, like 
MFG.com and others selected to advance the goals of CAM, help position the U.S. industrial 
base to be competitive in a global and digitally connected world. [This effort] will help provide a 
bridge between the DoD and American suppliers, and help the DoD create a seamless and 
robust infrastructure to quickly find U.S. suppliers with the right capabilities." 
 
Reducing the Effort and Time Required to Find Relevant Opportunities 
 
Companies that are new to the process of working with the federal government often find the 
initial registration process daunting and time-consuming. But assistance from MFG.com helps 
takes the pain out of this discovery and registration process. Additionally, MFG.com provides 
guidance about whether suppliers may be eligible to become certified in one of the federal 
government’s small business programs. Certification enables businesses to qualify for 
significant small business “set asides” and other incentives that the DoD applies when 
evaluating bids. 
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For example, if a manufacturer is located in a historically underutilized business zone 
(HUBZone), the company will receive a 10 percent price evaluation preference in its bid. If the 
bidding firm can meet the requirements of the RFP, government contracting officers are 
required to add 10 percent to the price of all other non-HUBZone bids when awarding 
contracts. 
 
The bottom-line benefits of the CAM program are straightforward: it gets parts to the 
Warfighter faster, reduces costs for the U.S. taxpayer and helps U.S. industry. As more suppliers 
sign up to participate, the defense industrial base is strengthened, soldiers get needed 
equipment faster and U.S. taxpayers benefit from reduced costs in the acquisition process. It’s a 
formula for success that delivers big benefits for everyone involved.  
 
For more information about how to participate, suppliers can visit the MFG.com website at 
http://www.mfg.com/dod/registration.  
 
[1] Department of Defense, Report to Congress on Purchases of Supplies Manufactured Outside 
the United States in FY 2011 — 
http://www.acq.osd.mil/dpap/cpic/cp/docs/DoD_FY_2011_Purchases_of_Supplies_Manufactu
red_Outside_the_United_States percent20.pdf 
 
[2] Department of Defense, Report to Congress on Purchases of Supplies Manufactured Outside 
the United States in FY 2011— 
http://www.acq.osd.mil/dpap/cpic/cp/docs/DoD_FY_2011_Purchases_of_Supplies_Manufactu
red_Outside_the_United_States percent20.pdf 
 
A4  
Interview on WDTW Radio, Detroit 
Title: First Shift with Tony Trupiano, Tony Talks with Mitch Free, CEO of MFG.com  
Date: 12/2/12 
Source: 
http://www.iheart.com/?podcast=FirstShift&selected_podcast=9AM2_1353337666_26871.mp
3 
 
A5  
Interview on WJLA TV, Washington Business Report, Washington, DC 
Title: Washington Business Report, Interview with Mitch Free  
Date: 9/30/12 
Source: 
http://link.brightcove.com/services/player/bcpid932647471001?bckey=AQ~~,AAAAGuN0bcE~,r
S1wzGXkRNkBi1RYglqd0AIIsZiMZoqu&bctid=2000781276001 
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A6  
Interview on WOWO Radio, Indianapolis 
Title: WOWO 92.3 FM Interview with Mitch Free  
Date: 12/20/12 
Source: http://www.connectingmfg.com/twiki/pub/CAM/MFGDotCom/20dec12-wowo-
prerecorded.mp3  
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Appendix B 
B1.0 
CAM Email Campaigns – Paid Supplier DoD Contract Announcement  
Date: 8/2/12 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

CONNECTING 
AMERICAN MANUFACTURING 

MFG.com was recently seled:d ss a key provida 
to help the Department o f Defense {DoD). through 
the Connecting A ma icsn Manufsd uring {CAM) 
ini tiative. improve sourcing o f manufsd ured 
goods. The fi rst solici tations have nmv been 
posted . What does this mesn for you. ss a premia 
supplia me mba o f MFG. com? It mesns you will 
g et more information, more sssistance and more 
opportuni ties to provide e-quipment to the DoD 
than eva before! 

Top three reasons YOU need to be a DoD 
supplier: 

1. Gain access to new cus tomers . MFG. com 
csn help you find new business 
opportuni ties. 

2. Generate rev enue. MFG.com csn match 
DoD re-quirements to your cspabilities snd 
help you respond to complicst:d 
gova nment re-quests for proposal {RFPs). 

3. Expand and div ers i fy your cus tomer base. 
MFG. com snd CAM enable you to access a 
networ't o f customas to more easily and 
quid:ly fill DoD ordas. 

Here·s how MFG.com can help small 
businesses: 

The fed :tal gov:rnmenrs small business programs 
ate d esigned to sttengthen the U.S. industtial base. 
open up avenues fot small businesses to more 
effectively compete in the ma.r\etplace and enable 
the DoD to g ain great:r access to innovative 
products and savices. Ched: out the attached 
Suppli:r Registtation Guidelines {ot v isi t 
htto:/Jv.• ... w .m fg.com/dod/registrs tion) to help you 

g et stsrted . 

~MFG.CQM' 
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B1.1 
CAM Email Campaigns – Buyers Logged in Last 48 Months DoD Contract Announcement Email 
Date: 8/15/12 
  
MFG.com has been selected to help DoD buyers and engineers more easily find and connect 
with U.S. suppliers.  This project, which is sponsored by the Office of the Secretary of Defense 
and the White House Office of Science and Technology Policy, is projected to achieve significant 
results.  The key metrics for success are: 
 
-an increase in the available DoD supplier base 
-an increase in the number of responses per RFQ; and 
-a decrease in price and delivery time with no loss of quality. 
 
We are proud to be a part of this project that will benefit our Warfighters, taxpayers and U.S. 
industry.  Read our press release to learn more.  
 
If you would like to learn more about how we can help you with your sourcing challenges, call 
your account representative [EMV FIELD]REPFULLNAME[EMV /FIELD] today at [EMV 
FIELD]REPPHONE[EMV /FIELD].  
 
Best regards, 
  
Mitch Free 
CEO 
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B1.2 
CAM Email Campaigns – Prospect Supplier DoD Contract Announcement  
Date: 9/6/12 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

~MF"G .COM' 

CONNECTING e AMERICAN MANUFACTURING 

MEG mm was recenlly selected as a key provider to 

help the Department of Defense (D::O). t!Yough the 
Connecting American Manufacturing (CAM) initiative, 
improve sourcing of manufactured good's. The first 
solicitation.& have now been posted. What doet; lhis 
moon for you? It moons l~l lf you oooome a supplier 
mombGr of MFG.com. you IMII 901 thO ~slstanco you 
need lo become certified and 94in 800e$$ to more 
OJ)J)()rtunities with the: 000! 

Top three reasons YOU need to be a OoO 
supplier. 

1. Cain &~e.s.s to new customers. MFG.com can 
help y ou flnd new business opportunltl~s and help 
buyers find YOUR business. 

2. Gcnerotc revenue.. MFG.oom can match 000 
requirements to yoor capabilities and help you 

respond to complicated govemmMt requests fat 
proposal (RFPs). 

3.. Expand and dlverelfy your customer base. 
MI="G.~m and CAM enable you to more eas!ly 

and quickly fill OoD orders through access to a 

network of customer1. 

Here's how MFG.com can help small 
businesses: 

The federal govemme.nt's sma!l business programs are 
designed to strengthen the U.S . indu strial base, open up 

avenues for small businesses to more effectively 

compete in the marketplace an-d enable the OoO to gain 

greater access to innovative products an-d services. 

MFG.oom Bas dG'\Ieloped oomprehensive Supplier 
Re$Ji&Cration Guidefine5 to OO!p busine::;se::; better 
undOrSland the process of ~stoong tOe lhOso 
p!'OQH~Il'\$ . MFG,C()r'l'l SuPI)IiOI'S can visit 
hllp·!Jww.N mfg t;OrnldQd/rooisttflliO!J lOQGl $!MOO. 

Contae-1 us: 866.687.1212 or satas@mfQ com 

~MFI3.COM' 

MFG.eom ia the largeM online 
mM<etpla.ee for the manufacturing 

indus tty. Conblet U!l today a1 866-

667-12t2 or sa_!_h@~ .COil! to 
learn how we can help you 
lnc::reaee aaiN and profita. Watch 
for future &-mail& to lea.m m0t9 about 
gaining an advantage for govet'TYTieM 

prq;;rarns. 
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B1.3 
CAM Email Campaigns – Govt Buyers DoD Contract Announcement Email 
Date: 9/6/12 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

~MF"G.coM" 

CONNECTING 
AMERICAN MANUFACTURING 

MFG.com was recently selected as a Key provider to help the Department of Defense (DoD) improve the sourcing of 
manufactured goods. The program, Connecting American ~tanufacturing (CAM), is sponsored by the Office of the 
Secretary of Defense, Manufacturing and Industrial Base Policy and has several Key objectives. 

o Get parts to the Walfighter faster 
o Increase the number of responses per RFQ 
o Decrease item costs with no loss of quality 
o Help the U.S. manufacturing industry 

While much of the effort has been focused on worKing with :he Defense Logistics Agency, the program also is able to 
help others in the DoD as well as other government agencies. In addition to traditional sourcing needs, MFG.com can 
be particularly useful in helping you connect to qualified small- and disadVantaged-businesses to better meet your 
set-aside requirements. 

Contact me today to learn more about how the CAM project and MFG.com can simplify your sourcing of manufactured 
onnrt~ 

Best regards, 

Eva Huang 
Account Representative, MFG.com 
6140 
EvaHuang@mfg.com 
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B2.0 
HUBZone Email Campaigns – Prospect & Paid Suppliers  
Date: 9/18/12 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

~ CONNECTING~~~~ 
~ AMERICAN MANUFACTURING 

Tl'ls Hhrtorica.lly Und•rutHizlo'd Bul:'!nt~~a Zon~ (HUB.Zont:t) 

program helps smell bus1nesses 1n IJI'bsn and rural oommura;m gan 
prcrfcrontml OCCC!;5 10 fodor-.t.l procurement opportuniboo 

Dill y0u Mow tt'lllt HI..8ZOrl&-eetti!le<S S'n'lllll l:\lein~seB ~ a 10% priCe &<alualiOr'l preretet~ee 

... ~ biddf'O 0'1 !)OVetl"r'''' ... COI'ltt&ett? It's 11\1&1 If your sm<tl bu&il'!es.s (f.J<IIlies. lhEM'! 
9QYErTtmMt ccr'l1racdrg officers n 1'\W!-.IfflO toeoo I!)% 10 11'18 priced~~ 011'$"non.f-IU6Zone 

bidS wMn I!Wtlfdrtl COr'l!r8Cl$. 

~'W9t rocer(ty ool&cted as e l:ey proo~lc!Gr to tte!P 11'18 OeQan:ment of Defenu I,OoO) 
i'nptOYo tho so.uc!ng olrt'Qnuf~tb.IIOd goodf; ttvough l ho Ca"lnocthg Amoritara Wbnuf :.cb.orlll1J 
(CAM)ir11id:fve. If you bec.cme ll S\41plier member d I\IJ:G.com, we v.ill hc:tp ycu goct the 

asaittll!lce yOJ r.e&d to t:I&COIT'Ie-HU8ZOne-cettl'l(!d ~d &tlj()y big CON1)&titive 86.'blltll~ ever 
other bu&illl!$.$e&, illCiudf'Q ll""'!J'yiflO 101' CO'Ilrael &et..e.side&. 

Is YOUR busln&so eligible for the HUBZona Pr<>gram? 

1, Sman butiM" - Oc>e$ )'OV' C:OMI)Qily Qualify es a $t'l'lell M ifle&S 80CC>I't5f'O h>~ - · l . P rincipal oii'Lc:o In :1 HU8Zo.o~o .Is your main offieo In a HJ9li:ino? ( s:QO rn:op) 

3. Employou reside in HUBZone ·Do« le.!!sl 35% d yoor comPDny'5 employee$ 

reside in the HUBZone? 

Here's how MFG.com can help your bus.lnes.s: 

A s1N:ty S11$11m of DoO M lneG$ 1(14d& tt'lllt 61$ beelEr' el' lgn&d <Mil\ your CG"nPQ"'Y'& 
'11'01111'111; , 

Quick liGCes too ICl of relevont 0o0 ~urilic= in5tcod of ha-.i"i!lo ,;rt UYOJ!Ih 
mo..n~t'$ « goven~meru eolieilatiOA!I. 

Al.ltomatie tlletts wller.&.'&l' tle¥1 DoD Ol)()()t!ut'lil:i&9: Srl!l& !I'« match yOur eornoany'' 
cal)<tllltle&. 

Al'l ee&~se wet>b8$ed plat10m'l tllet ~1)9 save t~rW& d dell81'8 il'l mriECif'IO 
e•P€"1$e& &uctl u l&ed ger.el8ti01l, &eeteh ellgire opti'niletiOn, ad'l'i!ttiSif'O, trade shOws 8f'd 
<lli$CtOfY lla~nga. 

For more l l'lfonnat:Jon about the HUBZooe program and other small buSiness 
cetUflcatlon&, VI& II our tlte: bttp''lwww mtg eomfdQd lorpgmDJi 

Oftat )01111;1'10 IIOCV!Id a HIISZOf'llil ~ton, p»;~• ~:tl )'VIII' £t.:lfll'S ""N'I M"G.COI!J oy 
odo11"Qyoutceltlb~$ otltiebommoof~p~feJX1QC. A._ tl:ilkr: Juno: torfup/Qodl!oe IICt.ool 

OM!oft.eltl ., ~ Oc/) «'(/ dete~ CoOt!~ IW\It ~ J2fOO( ol fOUl OMift.eiiOII 

~MFG.CCM' 

M FG.com ill the larg:~l! online nuut.trtpblc• forlhe 

m~~nuf~tcturfng lndutl~. Contact us today ul Be&-661·1212 
o• ~Jaleu@~ to lt~:~~m how wt1 can help you lnc~H!W 

tJalt:ttJ and p.oftt:s. Watch for fuluro v-m~~llll to ht~m moN 

abo u t gaining an advantage for government p.ogr.m~!:l. 
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B2.1 
Small Business Email Campaigns –Paid & Prospect Suppliers  
Date: 10/3/12 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

<:ol..MF'G.COM" 

e . CONNECTING 
AMERICAN MANUFACTURING 

Tf\.eor&ar& BtG oeneflto to rtaVIng you:r companyCiiWJfleCI ua "'.E.mal DUMn&U ... t>'J trt& u.s. Small Bu.E.~nau 

A<lmlnl6trauon 1 SBA~ Tne Department or oeran.&e 10001 not OnlJ ouy. D8on.iof OOIIlro' wortn or 
proauctoan<l &er'Y'k:$0 ew ryyear. out n uo ti r&qUlf'&O to &et ~ manyopport:un>"tJ» JU.&t ror omaJ 
ou.Mnaueo. To q ualify ror trme opport:unttJ». your company mu.&t oe • t\llr&a 1n r~raloataoueuu 
omd DU.E.~n&U. 

Success Small Manufacturer Becomes First to Break into DoD 
Story New Program Under MFG.com 

J./:GOOTIWS.~ ~IJU_;e.,:._,~~a~JP~I»t.:'l>~ 'DoD rrpro.te ~ WJrel"lg 01~:r.Jf'e-lg@~ 

CiFO:Jg~ t · : COX::-:r.;:,g A~ 1/. a::~~:r.Jl1:.g (CAM) IIL"':'>.:I.e. A mg-.::~:ne snal rm t ?".» ~J 01 
ltFG.onl~Ol:ICC t"t.'Opro~wo-4'~CAIAprogr~u:!Vo(0~0Y.'l. 
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B3 
Direct Mail Campaign  
Date: 11/13/12 
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Appendix C 
 
CAM Press Release 
Title: MFG.com Awarded Contract to Connect American Manufacturing 
Date: 8/2/12 
Source: http://www.mfg.com/media/press-release/mfgcom-awarded-contract-connect-
american-manufacturing 
 
Effort Will Increase Access to Defense Opportunities for U.S. Suppliers 
 
Atlanta—MFG.com, the world’s leading online manufacturing marketplace, was recently 
selected as a key provider to help the Department of Defense (DoD) improve their sourcing of 
manufactured goods necessary for military readiness. The first solicitations have now been 
posted and MFG.com suppliers have already begun responding. 

MFG.com was awarded this contract by the Office of the Secretary of Defense, Manufacturing 
Technology Program to apply a marketplace-based sourcing approach for manufactured 
items.  The program, “Connecting American Manufacturing (CAM),” has two primary objectives. 
The first is to make it easier for the DoD to find U.S. suppliers with the right capability and 
capacity at the right time. The program also will make it easier for U.S. suppliers to find and 
secure DoD opportunities that match their capabilities. 

More than $115 billion in commercial manufactured goods have already been sourced through 
the MFG.com marketplace, making it uniquely suited to help the DoD connect with U.S. 
suppliers. Now, by providing one source for both commercial and government opportunities, 
suppliers using MFG.com can more easily find and quote on relevant opportunities with less 
effort. 

The benefits of the DoD and MFG.com partnership include the following. 

• Getting parts to the Warfighter faster 
• Reducing costs for U.S. taxpayers with no loss of quality 
• Improving access to DoD opportunities for U.S. suppliers 

“It’s exciting to see our government leaders acknowledge the importance of investing in the 
future of the American manufacturing industry.  The CAM project is an example of how public-
private partnerships can leverage commercial best practices to help the government while 
positioning the U.S. industrial base to be more globally competitive.  MFG.com is honored to be 
at the center of making this a reality,” said Mitch Free, founder and Chief Executive Officer of 
MFG.com.  “For 12 years, MFG.com has relentlessly built the environment, best practices and 
technology backbone critical to the success of this government initiative.  We are proud to do 
our part to help the Warfighters, taxpayers and U.S. industry.” 
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About “Connecting American Manufacturing” 
The objective of the “Connecting American Manufacturing” (CAM) program is to help better 
connect DoD manufacturing needs with U.S. manufacturer capabilities.  CAM will make it much 
easier for the DoD to find U.S. suppliers with the right capability and capacity at the right 
time.  The program also will make it easier for U.S. suppliers to find and secure DoD 
opportunities that match their capabilities.  This program is sponsored by the Office of the 
Secretary of Defense, Manufacturing and Industrial Base Policy, addressing the direct interests 
of the White House Office of Science and Technology Policy. 
  
About MFG.com 
MFG.com is the largest online marketplace for the manufacturing industry, facilitating 
interaction between buyers and suppliers. With more than $115 billion in RFQs passing through 
the marketplace, MFG.com has helped thousands of suppliers—ranging from small single-
person machine shops to large conglomerates—increase sales and grow profits.  Investors in 
MFG.com include Bezos Expeditions, the personal investment company of Jeff Bezos and Volition 
Capital. 
  
Media Contact: 
For interview and speaking requests please contact Lisa Harrison at 703-283-6572 
orlharrison@hillmerinc.com.  
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Appendix D 
D1 
Content Marketing — CAM Fact Sheet (pg. 1)  
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Content Marketing — CAM Fact Sheet (pg. 2)  
 
  

Gain Access to Department of Defense (DoD) Opportunities! 
MFG. com is Help! ng ())0 Coo nect with U.S. Ma nufaetu rers 

Beutlinc the Nalion's E..,IOIIY, tle U.S. ln<*Jstrial Base aad 
the Warfic-tor 

Tbe CAM program acriwly supports 
job creation in the U.S. by esublishing 
a ne(WOft of suppliets that can mote 
easily and qujckly fill otders for 
manubC"tWed goods. W.Jtfightets 
benefit becau$e they get the ptoducts 
they need faster and motl' efficiemty, 
md the U.S. industtW ba-se benefits \ia 
expanded business oppottunities. 

Tbe CAM program will be~ ensute 
industrial ptoduction cap1bilities m 
reliable. commetcially competitive 
and responsi\'e co DoD requirements. 
MFG.com proWies the valuable btidge 
berweeu U.S. manubcrums and the 
fedetal go~.·emmeut. Wlth MFG.com, 
mau.ufa.cruttts benefit from having ao 
expect p.Jtm.er that ba-s been fulfiDing 
gcK'etmne.ut missions acd objecti\'6 
for 12 yean. 

"The CAM project Is an 

example of how we are 
fostering job creation 

through publlc·pr/vate 
partnerships, leveraging 

commercial best practices 

and positioning the 
U.S. Industrial base 

to be competitive In 

a global and digitally 
connected world." 

Mitch f r11e 
CEO, MFG.ocm 

About Connectinc 
America• Maaufacturllc: 

ne Cll_je(:~We or abe C'oninf'!Ciing 
Anwrie.vl M.tautact.ri-t (CAM) 
proet:lm is 10 ilelp timer COIIMCI 
DoD mMuBct.rilt£ IWds ,.,;m U.S. 
IIIIIIUilt:tum etp~biities. CAM ....JU 
1111ft it nwdl easier lbr die DoD II) 

lind u.s ....... r.txums with clle riatn 
capebiiry aad tapatily ac die righ1 1ime. 
Tht )X(lp'am wiU abc> mdle it~ lbr 
U.S. ,.IIW~ Q) find alkl ~ 

DoD opporwnities diu mattb dleit 
cal)ltbililft. DiS pn:lllant iS spontortd 
br the Oftkt d ct.eSt<mM)'Of ~ 
M.utu.I\Unariag and l*'cliaial Batt 
~ addtasin:s * dirta i~Mt:JelU tl 
die Wltite House Ofliet d Sdmet 
alkl ndiiOb:lay. 

About MF&.cort: 

MFO.co ... is the luge• and tnOSC: 

n u:slltd Onli.e mMt:.etpiKe fOr die 
... u nBctnrilt£ itldnSir)'. Wi .. mort 
dian $100 lliltio. in rtquem~ Rw quOitS 

passins dln:.ugh die ma.ktrplaot, 
MFO.com IIU helpt.d lh01l$1nds or ...... ~_,fi'Otll small, 
Siflglt.peaon madtiat SliOps 10 brp: 
CIOil£b:l..era~ilk1'l'~ sales uc1 _,... .. 
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D2 
Content Marketing — Supplier Resource Guide (pg. 1) 
Source: http://www.mfg.com/dod/registration 
  

Obtain DUNS Number 
PJl()(l;S:S nt.~, l-.2 DAYS 

Confinn Tu ID Number 

Regimr with SAM 

Obtain CAGE Code 

Submit Authorization 
to Quote on Beh•lf Of 

Submit Supphr 
Capability Form 

S• cure DD 2345 Form 
COOOA.E1lON TIM£· 2/J MIN 
PROCES:SnM£: LADTOSDAYS 

Det.rmine Ability to 
Ou• lify for V• rious 
Sm• ll Business 
Prog,.ms 

/~ -.~ • ~~~· DoD Supplier Registration Guidelines 
~· , ~~: http://www.mfg.com/dod/registration 

The Datil Unl...e-rsal Number System (DUN~ number Is a unique nine character 
ldentiftcatlon. Before you can bid on government propos.al.s, you need to obtain a DUNS 
number. 

The Tal<j)ayer ldentJflcauon Number (TIN) IS an ldentJflc.atJon number uS<!d by the IRS In 111e 
adminiStration of tax laws. It Is I5.5Ued by the Soda! Sea.Htty AdminiStratiOn or by the IRS. 

The S)5tem for Award Managem&nt (SAM) has. combtned eight Fedel'31 procurement 
systems and the Catalog of Federal Domestic AssiStance Into one new system. SAM 
pro~des alklwsycu to regt5ter to do business with the gOYemment. represent/self·certtfy 
as. a Small Business, and vleN busl ness opportunities. Effective August 2012, SAM replaced 
CCR. ORCA and EPLS. 

The Commer<:lal and G<Wemment Enuty ~E) code,. a he poomon code thatldenufles 
contractors doing business with the Fedet"al Gcwe-mment You will be able to view your 
CAGE code once you haW!' reg lr.t@n~d with SAM. 

Prtor to quoting DoD projects through MFG. com, you need to create a document on your 
company letterhead. Signed and dated. with the sentence below. S<.bmiUigned and dated 
copy of the document to CAMOmfg.com or fax to 67&868.2190. 

I lwul!by a<Jt/Joria MFG.com (CAGE code 4T1JICI) to place bids on behalf of 
(Insert your compBrry MmeL CAGE code (Insert your company CAGE code). 
(Insert your nome and thJej 

The DoD uses the Supplier Capability Form to eYaluate and rank wndors.. Aease submit a 
completed form to MfgCapabllltySurve)@dla.mlland ahlghiDwerOmfg.CDm. 

A DO 2345 Is required by U.S. contr.act.ol'!l that want to obtain acCKS to undasslfled 
technical data disclosing mlllt>l)' crltlcal technology ~th the military. Suppliers must submit 
a DO 2345 form to the U.S. Joint Cerllflc>tlon Ofllce to "'rlfy the legnlmacy of the company. 

The DoD has programs In place to make sure that qualified small and dts.adYantaged 
suppliers have ample opportunltses to win their buslnMS.In order to qualify for a RFQ that 
Is a set-aside for Small Business, you will need to either sef-certlfy or register your buslnE!5s, 
dependl ng on the t)pe of cen.rftcatJon you seek. 
•Sao nworso for spxiflc Stmll Bus:1nzc Prograrndatails:. 

Once- you haveseaJred your DUNS number 
please edit your demographics on your MFG. 
com proftle p.age to lnclu~ this Information. 

On~ you haY@ seaJred your CAGE code, 
please edit your demog raphlc:s on your MFG. 
com profile p.age with thiS Information. You 
mutt have a CAGE code In your MFG.com 
pro file to quote on a DoD RFQ. 

Once- you haYe determined and secured the 
certifications you qualify for, please update 
your status w11t11n MFG .com by edning your 
cert:Jflcates (scroll to the bottom of the p.age 
t o view these new cert:Jflc.ates~ For those 
certtftcatlons that come with a doOJment, be 
sure to t..pload your cenrftcate. 
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D2 
Content Marketing — Supplier Resource Guide (pg. 2) 
  

~ MF"G .C:::OM 

Small Buoineu 
PROCESS TJM£: I.:ZOA:t'S 

Small Disadvantagod 
Business 

COMPt.ETJON n~: 2~ I-lOURS 

PROCESS 11M£: 90 DAYS 

Historically Undorutilizod 
Business Zon• 

COMPt.ETJON n~: 3 HOURS 
PROCESS TJM£: 90 DAYS 

Veteran and Service 
Disablod Votoran.OWnod 
Small Bulin .. • 

Economically Disadvantaged 
Womon-Ownod Small 

COMPt.ETJON n~: 2 HOURS 

Small Business ('58) · Located In U.S., organiZed for pro fit, meets Small Business administration siZe standards lnduded In 
solldtatlon. The Small Business size standards are determined by the North American Industry Oasslflc.atlon System (NAICS). 
The typical rule 1$ that manufacturing and mining lnd.6trles qualify If they have less than 500 emplejee5. This Is a self-certify 
dasslflc.atlon. No form to complete. 

Women-ONned Small Business lWOSB) • Small BuSiness and at least S1'4 owned by at least one women and management and 
dal~ buslne5s operations are handled by one or more women. Thl$1s a self-certify dasslflcatlon. No form to complete. 

Small Ols.a~antaged Business (SOB) lndudes 8(a) - Small Business, unconditiOnally owned & controlled by a socially and 
economically dis.a~antaged IndiVIdual($) who are of g o od character and dtlzens o f the U.S. and SBA certified . ThiS 8(a)$tatl.Js does 
req.Jire a certification. 

HIStorically Underutlllzed Business Zone OiUBZone) · Small Business, owned and controlled by U.S. citizens, SSA-c:ertlfled as a 
HU8Zone concern (principal office located In a OOignated HUBZone & 3S~ of the errployees l~e In a HUBZone). The HU8Zone 
status d o es require a certification. The primary g o al of the HUBZone program Is to create Incentive$ for the U.S. G overnment to 
contract with buslnes.se$ that operate and create jobs In communities with statical~ p roven economic needs. 

Veteran and Service DISabled Veteran-Owned SmaiiBusine$5 (VOSS & SOVOSB) · A SmaiiBusine$5 that Is veteran owned with S1'4 
ofthe ownership b eing with the veteran or semce disabled veteran as well as the management/dal~ operatiOns controlled by 1 or 
more veterans. In the case In which the veteran Is with a permanent or severe dls.ablllty, the spouse or p ermanent caregiver m~ 
act as the management of dally op erauons. ThiS Is a self<ertlfy dasslflcatlon. No fo rm to corrplete. 

Economically Disadvantaged W omen-O.•med Small BuSiness lEDWOSB) - Small Business and Is at least S1%dlrectly and 
unconditional~ OI.Wied and controlled bj one or more women who are U.S. citiZens and who are economlcallydisa~antaged. 

A woman IS presumed economical~ disadvantaged If she has a personal net worth less than SJSO,OOO, her adjusted g ross year~ 
Income averaged over the three years preceding the certification dele$ not exceed $350,000, and the fair market value o f all her 

asset$ does not exceed S6 million. ThiS. status requires a certification. 

One• you haw qualfted .s .1 StnaiButlnus. pl..,. upciOite y0411 statu• whhln MFG..com by 
editing yow certtflcates (ro-ol to the bottom of tht page to >d•wtheM MW certificates), 
For thoH certifications that comt whh a docwnent, bt ...-. to upload yow certllc.att. 
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D3 
Case Study Around First CAM Win 
Title: Ottinger Machine Company Case Study 
Source: 
http://www.mfg.com/sites/default/files/images/Case%20Studies/SS%20Ottinger%20DoD%20C
AM%20Case%20Study%20Rev%201.2.13.pdf  
 
A local manufacturing company based in Indianapolis, IN, has made its mark on 
America’s defense industrial base by being the first small business to win Department of 
Defense (DoD) contracts through the partnership between MFG.com and the Connecting 
American Manufacturing (CAM) program.  
  
Ottinger Machine Company, which opened for business in 1967, has witnessed substantial 
changes in the manufacturing industry as well as in the company itself. The firm, handed down 
from father to son in 1981, previously employed 30 people but is now operating with only three 
employees. The company wanted to look for ways to remain competitive during challenging 
economic times.  
  
Jeffrey Ottinger, owner of the company, said, “Although the tough economy prompted us 
to start exploring new avenues for business opportunities, we didn’t consider pursuing 
government work until we learned about the CAM program and MFG.com’s support. We 
quickly won two contracts with the DoD, which were our first government contracts since we 
did some work for the Naval Avionics Center in Indianapolis about 30 years ago.” 
  
Streamlined Processes for Working with the DoD  
Ottinger won its government contracts, primarily for automotive parts for the DoD, in 
September 2012 by taking advantage of the easy-to-use request for quote (RFQ) matching and 
quoting processes provided by MFG.com and the CAM program. The company had been a 
member of MFG.com since 2004 and recognized the benefit of providing quotes to the 
DoD through the online marketplace instead of the traditional methods of cold calling or sifting 
through mounds of government documents. “Once you understand the process, bidding on 
DoD opportunities is easy. But you have to do your homework,” Ottinger said.  
“DoD solicitations often close quickly, so you have to move quickly. MFG.com makes it 
seamless.  
  
The training offered by MFG.com is excellent, and it guided us through a process that would 
have been difficult without their help. Previously, there was often a six month learning curve 
involved with getting up-to-speed on government contracts. Now, all of that is greatly 
simplified thanks to this initiative. MFG.com and the CAM program help level the DoD playing 
field for small companies like ours.” 
  
Optimistic About the Future 
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While the DoD is paring down its budget by cutting back on some large projects, there 
continues to be a vast number of DoD opportunities for small- and medium-sized suppliers. 
Ottinger cautioned that it’s important to make sure the solicitation involves products that align 
with the firm’s capabilities, and that companies should look beyond the higher margin 
opportunities.  
  
“While some opportunities may bring in only incremental business, they will help establish the 
firm as a trusted supplier to the DoD,” Ottinger said.  
  
“At Ottinger Machine Company, we have a simple philosophy of business: stay in business. 
With MFG.com and the CAM program, Ottinger is part of a team delivering a win-win scenario 
for U.S. suppliers, the DoD and those who serve our country in the military as well as in 
the business sector.” 
  
About MFG.com 
MFG.com is the largest online marketplace for the manufacturing industry, facilitating 
interaction between buyers and suppliers. With more than $115 billion in Requests for Quotes 
(RFQs) passing through the marketplace, MFG.com has helped thousands of suppliers—ranging 
from small single-person machine shops to large conglomerates—increase sales and grow 
profits. Investors include Bezos Expeditions, the personal investment company of Jeff Bezos, 
and Volition Capital. For more information, go to MFG.com. 
  
About CAM 
The objective of the Connecting American Manufacturing (CAM) program is to help better 
connect DoD manufacturing needs with U.S. manufacturer capabilities. CAM will make it much 
easier for the DoD to find U.S. suppliers with the right capability and capacity at the right time. 
The program will also make it easier for U.S. suppliers to find and secure DoD opportunities that 
match their capabilities. This program is sponsored by the Office of the Secretary of Defense, 
Manufacturing and Industrial Base Policy, addressing the direct interests of the White House 
Office of Science and Technology. 
 
 
 
 
 
 
 
 
 
 
 
 
 



  48 

 
Approved for public release (PA); distribution unlimited.   

D4 
Visibility with Analyst Firms: Spend Matters 
Source: http://spendmatters.com/2012/08/03/mfgcom-lands-huge-department-of-defense-
engagement-in-the-cloud/ 
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  Progress Report October!Tlovember 2012 

INCREASED BIDOING 
Historic.iliy, many 
DoD solicita'rion.s bad 
been poSI:ed with oo 
tespcmse. It was for tiris 
reason tbat the CAM 

program was iUia:ted. MFG.oom 
recopized the problem and iD some 
cases bas eaab!ed a fo'uc.fold inma-se 
in tbe oum!>er of bids per solicitation. 
To date, MFG.rom bJ.s eoab!Ed 149 toCal 
bids acd lw iiXnased the vmdor pool 
by 2i. Dutmg the Octobec/Nowm!>er 
reporting period 279 solicitations were 
dosed., 14 peccem of wb3ch ~tid. 
an via I.MSoo.--ce. To cbte, solicitations 
for DoD bu<iness h.l\-e tecei\'Ed up to 
fi:lw" bids pet solicita.tion-a sigxlifiemt 
iinp!O\'E'llU'nt from lristorical respooses. 

One barrier ro eouy foe small trusmess 
tn:.tll.u.fao:uctrs ~ffi:iD& to bid on DoD 
solici'tarioos is Ul!t'et'Uimy 0\'E't what 
oomtin.w a~ bid. MFG.com 
uses its extensive expe:fe.oce in the 
tn:.tll.u.fao:uring ~lace to~de 
bid estimates for membet supp::iers. 

REPEATtD BIDOIN& 

... 
Occesuppliets 
become qualffied. 

19 OUT OF 27 !bey a.-. qulcl<ly 
MUllS ~~U:If ll.lW • find:iag comfott with 
the LmSoutee system. Not ooly are 
the majority of tbese suppliets pJacmg 
bids \ia LmSouree, rwo-thirds of all 
biddiog .,._;,-pLU'ed mullip~ 
bids- DutiDg tills repo<liOg period, 
64 pecceot of tbe quaiified su.ppEers 
that placed bids via li\'eSOUCt'e ba\'e 

placed lids in pmious moctbs. 

MATCHING CAPABUTY & 
CAPACITY TO DOO NEEDS 
Thtou.gh LiwSouct'e, MFG.oom is 
tnlkiQg tbe sutdl and bidding process 
elSie" for st..11pliers. LiwSoutte malces 
a=! tiv.ed solicitations complaly 
seatehable. MFG.oom bas goo.e fuctber 
to categorize solicituions into six 
rtle\•aot manufacruring categories. 

Qu.llifi:ed suppliers can easily down­
select an RFQs rocn.ue a simple list of 
releYant solicitatfon.s for the:it capa~i'!ies. 

RETRACTED SOLICITATIONS 
Every month sil!.ce MFG.com bas been 
pattidpating in the CAM program 
the DoD bas caoctl1ed sol5ciw:ioos 
(IQl wbi-h qualified suppl:iets haw bid 
In some cases tbere haw been bids 
from o:wl:tip~t qu.ilifftd suppli.ets. 

JnOctobetandN~ 14ptretllt 
of tbt DoD solicitatiacs listed io 
UwSot::tce wert caoct:ltd. Of tbo$t, 
niot bad bids submitted by MFG.oom 
supp::im aod oot bad lltllltipLe bids. 
1best ~arioa:as C'Olllprist a 
sig.cificam bncd!e for MFG.com 
and ocbe:s in the progum. 

cuc:au:o a:n.arAo swrrK uwta:~lflct81D8 , __ _ 
'·===-1 

15 ----, •• 

MFG.com continues to wodc lwd to 
CCIWlE'ct suppliets with illfonnarion about 
solicitatiacs tbat baw historicany goot 
~. MFG.rom bas sent emaili 
requestillg mtormatioo a!>ol.1 the rusons 
for cancenmg oo ewry solicitttiao that 
bad open bids;~ only tw.o of 
these inquiries ba\'E' beeln answered. 
Whee a supp::ier « suppl:iets b.M' gone 
through tbe wott of su.!:!Otittmg a tid it 
becomes difficulr to sustain elltbusiasm 
for tbt oppomtnity when a solicitarlon 
gets comceaed witbcn.i a snted reason. 

POINTS Of NOTE 
Tbe data collected C'Ollta.ins some 
DOtab~t points dla:t sbould be 
bigbligbted to add context to the 
owall gOll o! bril>Pog DoD 
oppo:tuoi'!ies to U.S. manufacn::ren. 

Wft:irio the sotr.itatioos bid via 
li\'E'Sou.-u, SMO coatr..1Cts were 
awarded to 0\'E'tSta.s fi:ms. Six of those 
sew.o awud:s bad a final ccmtt.lCt pdce 
~s tb.tn 50 perct.llt of tbt .lJ.'OOtl3lt 

bid by tbe US. finn. Many of those 
awards~ for sigllificamty less tba:o 
50pexet of the UwSou:ce bid price. 

Wft:b. tb.u great di.splriry in quoted 
prices, it is unlik-ely that US. 
companies OCitiM ever win similar 
solicitations ao price .Uooe. 

Fiw solicitatiacs weCl' awa.--ded to Onns 
tb.u bid more tba:o the atnOUW: bid 
by fitms io LmSot:ta. One of these 
c.m be d:is..--egatded as tbt compmy 
failed to provide collfi.1l1.ll:ion wi'!bill 
tbe solicitation's time CCIQl.StraUn:s. 

In the oommereial !pact, 95 peroel!.t 

ot an solicitttiom bead to ao award. 
In addirioo. these ccmmcts a.--e 
genenlly awa.<"ded within fiw business 
days. The teogtby awa.--d process for 
DoD solicitatioos is a hu..--d::e that 
c.m be 0\'ett'OllU' tbtol.-gb aogoi"Dg 
oommuoication with the supp::ier 
base. WbeD DoD so!idtatioos are 
emctlled wftbout fered'baa, SI.>'P:?::itrS 
are more 15kBy to Cl'n::m to rommetcial 
business with wh5ch they ue tlliO'!'t 

familiat aod can couat on. 

LOOKING FORWARD 
MoviDg fo~~ MFG.com iscon'!iwmg 
its supplier ou'!reacll campaigns to 
fnat.Jse the SI.>'P:?::ier base as wen .tS 

tbt llCI1lbet of lids being placed. In 
addition, tbe compmy bas begu.n to 
I:JaC'.< additional supplfer memes io 
ocder to proo.ide ellllanced ruouttts to 
su.pplfm .tS wtll as inctt..tsed mtormatioo 
for subs;eqcmt program mfews. 
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PROGRESS REPORT DECEMBER 2012 

INCREASED BIDDING 

Historically, ma:oy DoD solicitatfon.s 
bad beeo posted with oo tespcmse. It was 
for this ruson that tbe CA.:'>,.! program 
w.u initiated. MFG.oom recognized the 
probm. acd iD some cases lw enab~ed 
a four--fotd irnuse in the oum!>er of 
bidspersolicituian. To date, MFG.com 
bas eoabled 157 total bids acd b.u 
inc:rt.tsed tbe \'endor pool by 29. Du..-iQg 
tbe December tepOttiQg period. 72 
so::idtttions were dosed., 14 pereent of 
which were bid oo LiveSou.--ce. 

One barrier !ot sman busfn.ess 
maou.faaure:s seeking to bid on 
DoD sotrita:tiotls is unceminty owr 
what ccmstin..i.eS a~ bid. 
MFG.oom uses its exteosM experieoce 
in the DUJ:Illbcrwing uu..-'ketplace 
to pro~oide bid estimates for 

- Sll{>!>liels. 

REPEATED BIDDING 

... 
Ooce sopplie:s 
become qu.iliffed, 

19 OUT Of 29 tJJey 'll'i""Y fill4 
-.a$II.GI~- oomfort with the 
li\-eSoucte system. Not oniy ate the 
aujorit)• of these suppliers placing lids 
'ria Uve~ two.¢bi:rds of an bidding 
compllies pbced mut!fp~e bids since 
tbe begiDning of the progum. Du..-iog; 
this~ period. 50 pereeot of the 
quatmed suppliers that placed bids vii 
li\-eSoucte pl.lced. lids iD 
pmious tlliOOtbs. 

MATCHING CAPABILITY & 
CAPACITY TO 000 NEEDS 

'Thtol.-gb Li\'eSoucce, MFG.com is 
tn:llciog; tbe se.mb and bidding process 
ea.siet foe Slo-pp::iers. LiwSOUCt'e makes 
all listed solicitarion.s compl~ 
sutdnble. MFG.com has gone tu.."1ber to 
categorize solicitatfon.s in!O six ttlel.•a:~u 
maou.faauring carego:fes. Qualified 
suppliets can easily down-select an 
RFQs to crtate a simple list of ttlel.ut 
s®citatioos for their capabiliti.es. 

OECEMMR SUCCESSES 

Due to year-md. holidays, tbe lll.lln!>tr of business days iD tlle moorh of Deomlbet 
decreased, wb5ch effected the .lJllOU3lt of oew business capable ot being ~ 
E'-en so. ~IFG.oom cootim:ed to icttease tlle number of quai:ified \'elldon taJcfng pa:t 
iD tlle CAM program and :b.t:FG.com enabled I 0 bids oo nice dUfermt solicitatiOGS. 

INCREASED NUMBER OF SUPPliERS 

~ educaliooal ourtt.lcb continues to inmase tbe m:.mbet of wodots interested 
iD tlle CAM program. December saw tile .Jdd.itioo of two oew wodots st:CC'fSs!tilly 
comp:etmg tbe regis.mrlon process to bid oc solicitations. To date, ~IFG.oom ba.s 
supported 29 oew wodots iD the CA..1\i program. 

Once eJJro!ted m the progtam, st..-pplien .Jtl' provfded n.umerocs ~s to belp 
qualify tbem as DoD cooructo:s. MFG.com bas a:gregated .md simpli5ed this 
mfonnatioo to strumlice the supplier tegjstruioo process. 

Beyond the U.S., MFG.com cootiooed. supplier outreache1mpaigns for the C.mad5a:o 
madl::et. Tbis bro..lden.ed .ippCOO.cl:l to st..-ppliec ea.--o:lment ~d resutt iD fwTliE1 

inaeases or tlle qualified st..-pp::iec base. 

While the DUm.bec of qmlified suppliets usiog the l.MSou.."ce system COJJtiDues to 
grow, it is still .J sman pecceotap of tbe ~IFG.com user datab.Jse. Th--ough oominued 
outreacb and customer educmoo campaigns. tbete is sigDi5cant room for growth iD 
this area. 

LOOKING FORWARD 

Moving forwJ:~ ~IFG.ooan is cootitn:iog its su.ppl:er ourrucb campa:ips to ~e 
the ~ b.Jse .Js well a.s tbe c:umbet of bids being pllced.. In add:itioo, the COl.'llpmy 
began tta.dcmg addition.U st..-ppl:er merrics io ot"dec to provide ellllanced resotlfCe's to 
su.ppl:ers .Js we:! a.s inc:re.l~ed mtomurion for su!>sequeot program miews. Howevte, 
issues cocceming 1a<t: of transparency and .Jbsecce of coantnWliettioo with DoD 
tiaisoos must be addressed if the program is expected to grow. 

TOTAL SIJ'PLIERS 

30 ~~~~ II- •..-•~.,.,.,_,_ 

25 - "' -" 
" 

15 " 
10 

5 

CAM I ConnGC~ong Am:onc<U~ M:nA~~ong I Y<WNC~IInf!.~G.com 679 SS6.2920 ~ MF'G.COM • 
(-~ ....... ,....,., ...... 
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PROGRESS REPORT FEBRUARY 2013 

INCREASED BIDDING 
His~, tmany DoD SCIIieir.ationS 'll'ftft 
po:sted widll10 response. It •"IS Rlt this 
~ chat die CAM prosra ... was ittitialltd. 
MFG.o:. .. rea:lFized tbt proble111 and i• 
~Mt cues t.11allltd a ruur~ i~Km~.S~e i• 
lilt number o r lids ptr .:atidttlion. Ttl dlUt, 
MFG.o:. .. e~~abkd I 16 t0a1 bi4s and bti 

i~uect d1e ...ec•dOf pool by 34. o.rina * 
feku;uy "POf1ina periOcS, 11 pem:c~' or d1e 
MW tolitisaliOns Nlll'Jtd intO l.il.'tSOII«t 
bad bi4s t u31lkd by MFG.«wn.. 

1b aid .. is~ MFG.com uses ia 
txreuS;i\oe ~ itt me nun• lilmrri,. 
~ 10 p«~~.idt bid eslimates ror 
member 911Pfllier:s. Tttit assi~ helps 
unaU busineSs lllanvlaauteD .wting II) bid 
c. 000 .90iidtuiolu OJertOtnt OM Of 1he 
IWI'dks th.u ~14 odlerwiSle I)«W'lllt dlftn 
~n:~ .. wortin8 ,.,;lh lilt DaD. 

... 
ii ·­·-22 
MOF 

34 
'= 
~ 

R£1'£ATED BIDDING 
0.-:t sUfl(lim becotM qualified, 
they :l« q.:id:ly lindi,. comliln 
'll'i .. lilt Li.e5o~ S)'SIIMI. 

Noc: oo1y ue lilt m.JPdy d 
these SUJllllim pl:lcina hilt!l ,ia 
Live:Sourot, twOdlifcts or au 
biddi,. dlnlfll!lllies h:l\oe pla«d 

multql~ hi4! till!' the bel}iani:fta 
or t::he l)n)Siafll. Duri~tg .. is 
repordna ptriOd, fi...e WllldiOn 

plaotd bi4s ildHtina tWO 'l'mdOrt 
,.,.; .. pm·iOus expmmce i• drle 
CAM )lfC8tllttl. Of the thl\'t newly 
qn:l.ified lft!IOd, twO )ll:l«d OJer 
•alfi or d lilt bicll subtnitlltd 'ia 
Live:Sourot in Rlnu:at)'. 

MATCHING CAPABUTY & 
CAPACITY TO DOD NEEDS 
'ftrOtltl• Liw:Sotlmt, MFO.eotr~ is fllatina 
lilt 3ta«h ac1d bi&:li.g )lliOeeSI easier rot 
JUAlliM. Lr.oes.:.ut'C't m.JlU allliolted 
JOiidtuiocls a:wnjlktely Jeaf&able. )l.fFG. 

COIII'IOtllt 1\n'drler IOat~tokiladom 
iab) six relevant~U~nulkturing ca~ 

Qualiftect tupplier:s C'MI easily dOll-a.-a 
au RFQs 10 ontt a sim(lk 1m or .ele\-ant 
JOiidtuiocls b dleir ~ititS. 

FEBRUARY SUCCfSSES 
lu Fdnary, MFG.com ooalimlltd tO i~ lilt numb« or q.aliftect ..ec1d0a u \:ing port 
i• lilt CAM J!f08Jafl\ i~ *he '*'*' or '-eudOd placi .. bilt!l duriug *he II\Oeldl aoo 
enabkd fltmt new bids. 

INCREASED NUMBlR Of SUPPLIERS 
Qajt(liug eduatU:m:d ouc~ tolltinues tO relul! ill a u inc:rt:l$t in me u• lllber or 
\'ll'lllltOd i• rer!SIIM in Ole CAM JW08taal. F&u;M)' sav.· lilt adc5tion or ' htet uew ..ec•dOa 

~ly cornpJecill! die rqbn liOu )lr«'tSt 10 bill et JOiidlilliOas. 1b ua:, MFG.Uira 
bti Supponed 34 new ~ i• lilt CAM I)«J8ra ... 

Oclot m.-.olk>d iu the p«18r:a .. , s.pplien &ff: proyided lllflllm)US teSO~ I) help qu:Uilf 
liltm as 000 O:.c1trat:e0a. MFG.eotn 388Je£11red and sia~p&rw .. is iti!Wculion I) 
sueaallint lilt Suppliel' rttisu:uioa ptOtlt$ll 

Be)'(leld the US.. 1\.fFO.co .. o:.utinues supplier OutrtUh eunp;li8ns Rlt *he Can.adia 
IIWI.:et ThiS ~ ~h I) Wpt'llier ec~tiOihaent ShOuldi relull ill fbttllft' inc:rftsU I() 
lilt qU31ilitd suppkr e... 

Wbik *he 111111'1ber Of q udirw supplim .si-a lilt Li...&:.ul't't sysrea~ co.linues I() 8J(M; d 
isSril a scull ~ra;se or die MFO.com utercbUibase. n.ov,;t. OOrinued ~ aud 
CUSIOinef edunliOe camp:i~ rt.ere is si&JiirtealltlfOOIIIIW gro...th in dlis area. 

LOOKING FORWAHI 
Morin& ro.wam. MFG.com is comiMdn& its supplier OutrtUh aunpligns I) in~ 
lilt supplift lxl.$lt u ~d as lilt numbtr or bids ~ pbctd.. Tn lldditioa, *be eotnpany 
IJ'lld:s additioaal wl)lilier camio i• tlflkr 10 pt01o·i&' enbalktd I\'JOtltcU I) WPflier:s. u 
....ell u inc:rtUtd iniOrmatiOCI rot l)fOIR:m ~~tori. Hov.'&er, i:'tsud roc10m1i-a laek d 
~~cy. 1M~ or conun• uiealiOe with DoD liaitoas, uct dda)~ ill coumaa 
SV.\ttds IIU!It be a&lre:t'J&:t if lht Jl1)ltt!ll it~ 10 gr&.it 

35 
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5 
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PROGRESS REPORT MARCH 2013 

p:mlltl&l ,_ AIOIJ) 

Theisweof~-­
o:n.:ldbl!' 0\-em:mtttlrOQib ~ 
cnmm;tiratigg tllrwta cbt OL\. 
md ... """'""'-As dliop om!, 
~ 'llt::ldc:a • iolaDC t=l!ft5l m 
1be (l'OOt$5 ... rtWftiac co !bl!i! 
tocN11.Cll11:1:1mm 10 dw ~ 
space wbiclltb!y ~to be 1 mere -'""""-
RETRACTED S«ICITAnDHS 
ID Ma.""Cb, 14 soUdlaricms •om tl!l('t-:led. 
or these, t t were mort WD )() d.l)'S 
PJSI:Ibeit dose tbtt, iDdudi.u& tivt dut 
v.l'!l!' more thm 90 ~ p.IR tbtit do!e 
date. Oct c.maliN sotiatl!Son hld a. bid """"vi.l tho u..sou.a SJ!Iftll U>d 
OCO!' ipiD.., Moan+-~ 
me c't""41arkm ... prarided to ei'ibP! 
MFG.um « dlt WdtD& 9llld«.. 

34 
SU .. UER> <UaD MJUII:U BOO 

MATCHING CAPABUTY & 
CAPACITY TO DOD NEEDS 
1btwgh l.iTtSGoo«t, l.lFG O>m 

CJ:!CtiD;e ~ awb tbt Ml«b - bidcfl!& 
processusra -~.mSootto 
..-.. - -~ liFG.C'OD h» PI tlmler 
10 c.w;u:izt m a 
-~._;... 
~soppl>m=~--­
st::ect .ttl RFQs to crutt 1 s.iqif tist of 
!t'le\'ml solidU;tiool for cbrit etplbifties. 
If the t:iJ:I:w oomH wbtn saulJ.bosi!ltss 
wlldon feel oom.focub&t lh1t DLA wiD 
eoab1e ruscoablt awud dmg!cu 1Ddl 
otp:rovidf' ~ comzrnmlclrion 
..,.,..,.,.umc ctowc;i 502~ 
tmSoucct M tbl PfO\a apJbitiry ro 
be .t~diptllma ; •cebrDoD 
mm t.,,l!! tcDHdl. 

LOOKING FORWARD 

MeMo& farwM4, Ml'G"""' is~ <s sopplior ---~ 
to uactNH tbt suppbft' ~~ .u ~as me~ of Ws MiQc ~ 
111 ~ tt&« ~ tDCSs a.Wiriprul supp1.ws" a:lltCOCS C onlff to 

~-~ rt10IJtl:'f'S to~ Howt'\"et, Ullatl~la«ot 
~. dM altHDOf of C"'mttt.Uilication wiXb DLA. h.wOos, 1M cl&ys 
in C'OOttKt ~ud.s mwr bf addresseoi if me procnm u apec:ted to tfO't 

To truly makt t:bt CAM program .1 success ao.cl .1ttrad » d tetotin small· 
busine:ss tm:oufxcurt~ DLA representatives must pcovsde more timely 
responses to eontrXC inquiries. Lack of communkation brtecb contusion. 
frosua.tion, a.o.4, ulrun.utty, tbe loss of active wndon. 

F'uttber, dM ~ of ff'tr<lC'tfli so1icitttiotts must bt rt4und. MFG..c:om 
~tiws u .. ~;arcH tl:w t:J:W1:f solicitmoas .vt aucoautiony __ n...,.-.y....-,._,._ u-.....wy,...,..,......90" 
~ DHCb t!Ut doa"t nuny e:tist. As • ~ au.=y v#ritarioes 
ga.mt:t Ws N!ort l bi:Jmal1 i:amw!ses lO l1!"'J;KK tk sollatlbOO. 1'bis ocly 
add.s to tbr coatoiioo ~ ftosuatioo. felt by~ woden. 

n;nll. .. ,llllt iUIJ• • 

• 
• 
• 
• 
• 

. -

l'O'I'ALI II'I'UlM 

• 

-
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E5 
Monthly CAM Metrics Report – May 2013 (pg. 1) 
Source: http://www.mfg.com/sites/default/files/CAM-Metrics%20Report-05%20May%202013-
v02.pdf 
  

CONNECTING 
AMERICAN MANUFA 1CTURING 

PROGRESS REPORT MAY 2013 
The Coonecting American MamdachJring (CAM) program was put in place 
to improve the tools availa bfe to U.S. manufacturers in order to increase 
access and bidding oo Do[) solicitations. MFG.com successlull'f implemented 
ltlese capabilities through its ooline soorcilg tool, Li'l'eSource .. ln addition, the 
company cooti 111es to add member resources to the CAM webstte to further 
ease entry into the Do[) contractilg com mtJnity. However, ongoing iss11es with 
communication and solicitation listings continue to stunt the growth of what 
could otherwise be a verysuccesslul program. 

LACK OF ~OMMUNICATION 
Since MFG. rom lw been tam!g part 
m ~CAM program, tbe 11;11ure o! 
rornnnmjptiom (~ 1adt thereof) with 
r~atiill! DLA!wca.uW 
cm,gping fruslnlioni!Dt only fur tbe 
ts:m Illl!illbeG at MFG.com, lrut also 
fa! '9I!Odl= A3 ·lpJeStiaDs, and issues 
baVI! J.risell!, MFGrom has OOillimJous:ly 
readied 001 to DLA repre!iE!!ltl.li\-es 10 

fiDd ii.IISWI!fi. Many of lhe5e requests 
baVI! gODe UIWl5WI!!l!d. Wheli.Jil5Wl![S 
aJ'e recm'ed, mmy Cmes il is IIlilCh too 
b.te to affi!ct a solutilm. 

In Olll! case smdy, a qaesticm w.lS 

pmed ~ fmma~VE!ldor 
COIXe!IIil!g a spec:ilic soliritl.ticm. A 
respame was :-ecemd six we& -lfte1 
the 50Ecimfun was closed .md! evm then 
diddt p:-ovide m <IIJS'ilWto lbe questi.aD.. 
'Ibl! ilinost ccmpi'..ete b.d: of dii!llt 
seffice has resntted in mmy ~ 
balti!:tg out of tbf program. 

MFG. cam lw regjstered 34 total 
VP.Ddo!s iJ5.paJ't of the CAM progrun. 
Of diose, JJ hm! 110t platEd a !rid in 
die b.st lbr!e mcm!hs aDd 21 \'elldars 
on.'y pb.ced bids in lhe!lr fust IDOillb 
of proj;!m! memlle!smp. Tb:is ba of 
~ c;m be atlriboo!d to a failun! 
in cmmnnnicarillll with dl!' DLA .md 
lmgtby awa..-d rim2!ines. 

Momh idfr lllOII1:b, :MFG.rom has 
shOWII thai· tbe I.i\~aro! sy;tl!lll ~ 

easy to 1e.1m md n5e. Tbis em be 5l!ell 

in tbe OY2!WhelmiDg majority of vmdors 
placing Iml!tip!e bids a5 soon as !hey 
becmne ~fred m.emben of ihe CAM 
pcogram. HOW!Y!C, we of S)'StEtn use 
cmoot :-eplac1' all comtmlll5c.1tio lll'l'll:s-. 
Pamcip~ VEDdors bave ~ 
sated lhat iill! bck of ccmmunicaticm 
a:od thi! 1fngtby ii'W.l.nl tttoe:iDes hiDde! 
lhe!lr abi!Uy to do bnsin.ess with l!be DoD. 
Vt'iii:Iouf tbf CDII~il!ete suppoa of the 
DLA, lhe5e an! lwrdles that MFG.mm is 
um!U! to surmoum. 

~ MF13.COM <-!h,._. .. ,........ 

MAY RESULTS 
With iill! rompoaod issnes ooncoeming 
rommJmicatinm .md lalg:tbJ .JWOIJ'd 
limelmes, ~b:y ,OOII!imJed tbf lmld of 
bcktuster ~ Ma)' saw tbf addition 
of DO IIE'W vm.clocs or IJ.eW bids pbced 

UNAWARilED CLOSED CONTRACTS 
S:nct! MFG,ccm has I!ESJ. supporting the 
CAM~ lllmli!!fOUS OOt!.1r.ld:S haore 
gme umwa.-ded tor a si:griifica.nt pffiod 
of lime after the soli.cintion close d.rte. 

As of lhe !lid of May, 19 re/evmt 
solicitmons lilted .iD the I...i:veSouree 
system we1e still open more than thirty 
days pasr lhei1 dose d.Ite, illlctuding two 
sollcibtions with mds ma:Mfd 
b,-MFG.com.. 

The issoe of !2n;g):h)' 01'\liWd timet:ll:es 
could be 0\'eCrotne lh:oogh angOO:tg 
01[1!Jmmicatian betwee!ll tbf, DLA. 
and iill! suw:L>er ba5e. As~ stuid, 
llowe\'l!f, vmdors J1l! lasing ir:I!:en5t in ibf 
process and J1l! ~to ~heir known 
CXISilllllle3 in the COliiill.elria1 space, 
·wbidJ. !bey amside1 to be a mare :-eliah'..e 
I!Wbt. 
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E6 
Reverse Engineering Status Report – June 2013 

 
MFG.com June 2013 Status Report - Contract # FA8650-12-C-5516 

 
July 11th, 2013 
Listing of MFG.com accomplishments against our contract # FA8650-12-C-5516 
Date range:   June 11th – July 11th 2013 
 
Invoice amount to be submitted:  $123,665 
 
Here are our accomplishments for the first month of the extension 2013: 
  

• Attended meeting at DLA to review process for phase two of the project 
• Requested 11 parts for bailment process 
• Compiled information regarding the bailment feedback process and available parts 
• Engaged AMCOM to discuss sole-sourced parts and parts available for reverse 

engineering 
• Secured reverse engineering equipment 
• Engaged 10 suppliers to discuss role in reverse engineering program 
• Created announcement for RFQs once parts secured for bidding 
• Prepared for multiple meetings with Dr. Kenneth Sullivan 
• Created content for Dr. Kenneth Sullivan to use during ESA meeting 
• Held a meeting with Tinker ESA to discuss sole-sourced parts and process 
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E7 
Reverse Engineering Status Report – July 2013 
 

MFG.com July 2013 Status Report - Contract # FA8650-12-C-5516 
 

August 11th, 2013 
Listing of MFG.com accomplishments against our contract # FA8650-12-C-5516 
Date range:   July 11th – August 11th 2013 
 
Invoice amount to be submitted:  $29,294 
 
Here are our accomplishments for the first month of the extension 2013: 
 
 Made connections with Tinker ESAs to discuss part availability 

• Reached out to four different San Diego ESAs 
• Engaged multiple DLA representatives at Richmond and Columbus to identify new parts 

for bailment 
• Reviewed all bailment parts to find which had technical drawings to enable reverse 

engineering QC 
• Processed and followed progress of 18 parts for bailment process 
• Received bailment approval for 5 parts 
• Multiple engagements with AMCOM to discuss sole- 
• sourced parts and parts available for reverse engineering 
• Secured reverse engineering equipment 
• Engaged additional suppliers to discuss role in reverse engineering program 
• Created announcement for RFQs once parts secured for bidding 
• Prepared for multiple meetings with Dr. Kenneth Sullivan 
• Created new content for Dr. Kenneth Sullivan to use during ESA meeting 
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E8 
Reverse Engineering Status Report – August 2013 
 

MFG.com August 2013 Status Report - Contract # FA8650-12-C-5516 
 

September 11th, 2013 
Listing of MFG.com accomplishments against our contract # FA8650-12-C-5516 
Date range:   August 11th – September 11th 2013 
 
Invoice amount to be submitted:  $29,294 
 
Here are our accomplishments for the first month of the extension 2013: 
  

• Worked with DLA to confirm additional parts to use for reverse engineering process 
• Met with Kenneth Sullivan to engage AMCOM in Huntsville on four parts 
• Engaged multiple DLA representatives Columbus to identify more parts for bailment 
• Processed all the necessary documents for bailment and sent out bailment checks 
• Received five parts for reverse engineering 
• Worked with Steve Kelly at DLA to process additional sole-source parts 
• Began processing the reverse engineering of the five parts received in at MFG.com 
• Started releasing parts into the marketplace for quoting to start the sole-source price 

comparison review 
• Met with Kenneth Sullivan to develop the outline for the final CAM report submission 
• Started preparation for final report creation and submission 
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Appendix F 
F1 
Packaging Mil-Spec Cheat Sheet  
Source: http://www.mfg.com/sites/default/files/MIL-STD-2073-1D-Pckg-Cheat-Sheet.pdf 
 
F2 
Packaging Mil-Spec DoD Original 
Source: http://www.mfg.com/sites/default/files/MIL-STD-2073-1D.pdf 
 
F3 
American Machinist Article  
Title: 3D CAD has become a "must have" 
Date: 11/19/07 
Source: http://americanmachinist.com/features/3d-cad-has-become-must-have 
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